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What a station sold one week-end with.... 


A sharpened-up sales program on the island—p. 64. 
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Stations do better ims 





with DULUX fs 


REG. U.S. PAT. OFF. 


First impressions count! Trim, sparkling 
pumps and buildings reflect good manage- 


ment .. . flag motorists into your station for 
extra gas and TBA sales. 


Smart station operators all over the coun- 
try know that a colorful, inviting appearance 
can make the difference between winning or 
losing a sale. That’s why they’re switching 
to gleaming, durable DULUX Enamel. 
They know that snappy DULUX colors 
stand up under rough weather and hard 





use... keep their original beauty for months 
and months .. . glisten like new after every 
wipe-down. And because rugged DULUX 
resists oil and gas spillage, it pays off for 
you in far lighter maintenance problems and 
lower maintenance costs. 


With more than 187,000 service stations 
competing throughout the country, you owe 
your station the eye-catching good looks that 
lead to more and bigger sales. It’s easy and 
economical with Du Pont DULUX! 


#06 v. 5. pat.ort 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


DULUX aime! 


REG. U. S. PAT. 








CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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When you plan 


your plant, 

see General American 
to make sure of bulk 

liquid transportation 

in GATX tank cars 


For dependability, the 46,000 tank cars in 
the GATX fleet are designed, built and 
operated by General American. 


GENERAL AMERICAN 
TRANSPORTATION CORPORATION 


135 South LaSalle Street 
Chicago 90, Illinois 
Offices in all principal cities 
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A complete line of dependable products for Industry 


PETROLEUM 
PARANOX 


Methyl Ethyl Ketone 
Dewaxing Aid 

Ethyl Ether 
Isopropy! Ether 
Reference Fuels 





PETROHOL 91 
PETROHOL 95 
PETROHOL 99 


Secondary Butyl Alcohol 
Secondary Butyl Acetate 


Isopropyl! Acetate 
Acetone 
Methy! Ethyl Ketone 
Ethyl Ether 
Isopropy! Ether 
clopentadiene 
Naphthenic Acids 
Iso-Octyl Alcohol 
Decyl! Alcohol 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 


Tridecy’ 
Dicyelopentadiene 
Isoprene 
Butadiene 
Ethyl Ether 
Isopropyl Ether 
Tripropylene 
Tetrapropylene 
romatic Tars 


Acetone 
Methyl Ethyl Ketone 


In the Petroleum Industry 


Where performance counts 
you can count on Enjay for... 





Uniform, High Quality 


ONE 


~ VISCOSITY INDEX IMPROVERS 


Refiners and marketers of leading motor oils see 
the trend toward new standards of motor oil per- 
formance. Top performance in High V.I. motor oils 
calls for careful selection of viscosity index im- 
provers. Ask your Enjay representative for the 
facts on why that selection leads to a choice of 
PARATONE. 


The Enjay Company has long been recognized as 
a leader in the development and marketing of high- 
quality products for the oil, surface coating and 
chemical industries. Backed by greatly expanded 
plant and distribution facilities, the Enjay Com- 
pany is supplying a constantly growing list of 
chemical products to many different industries. 


a 


Be sure to call on Enjay for your chemical needs 


ENJAY COMPANY, INC. 
15 West Sist Street, New York 19, N.Y. 
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Sales Representatives 
ATLANTA. ..... 


Behind Our Headlines 


Sometimes we jump into a problem that turns out to be full 
of unexpected angles that seem to snowball year by year. Such 
was the case with turnpikes. Last year we ran a series of ar- 
ticles on toll road developments, outlining the experiences of oil 
marketers on this type of highway, and telling about forthcom- 
ing turnpike projects. 


One of the articles was devoted to the volume and kind 
of business done at turnpike stations, the economics of sup- 
plying the stations, royalty arrangements, profit margins, etc. 
Others covered turnpike programs then developing. 


Almost immediately discussion arose by long distance phone 
and by correspondence, about the many phases of marketing 
on toll roads. Since that time seldom a month goes by that 
we do not hear from an oil man somewhere in the country, to 
say nothing of state officials involved in turnpike planning. 


For example, just a short while ago, we received on the 
same day a phone call from an oil man in one state and a letter 
from another oil man in a different state, asking for everything 
on turnpikes we had ever published. The reason is not hard 
to find. We started our study of turnpike problems at a time 
when sentiment in favor of toll roads was gathering momentum 
all over the country. 


And it’s one of those king-size subjects that take a lot of 
study, and on which little statistical information is available. 
What there is, we like to think we have. 


Just last week we published an article on how toll roads 
are swinging to brand competition (Aug. 26, p. 13). All of 
which shows how interesting the subject is to oil marketers. 
And also how fast the news changes. 


BUSINESS STAFF Other 


CLEVELAND Platt Petroleum Publications 


WILLIAM J. PARKIN , ° Sales Manager 
RICHARD H. LOYER 


ROBERT E. LESSING.. .. Production Monager Petroleum 
. PAUL WARREN... Promotion Manager Processing 


. Circulation Manager 


Oilgram News Service 
Oilgram Price Service 


Oil Price Handbook 


Charles J. Jefieris 


SAN FRANCISCO J. W. Otferson TBA Directory 





“NORWAY” Fall Speciat 
gives double dividend 


Be 0 uit 


Here’s an unusual opportunity for dealers to make a 
tremendous saving. For a limited time only, “Nor’way” 
offers a double dividend with every 5-case purchase of 
Nor’way Specialties, whether an assortment of prod- 
ucts — or for one product only. Dividend #1 — a 10% 
discount off the regular dealer price for each case. 
Dividend #2 — one case of Dry-Ex free of extra 
charge. That’s 24 cans of Dry-Ex with a retail value 
of 65¢ each AT NO EXTRA COST. 


CLEANER 


WINDSHIELD WASHER FLUID * 


xa Case of | 


WITH 


WHAT THIS MEANS IN DOLLARS AND CENTS! 

This is a typical “Nor’way” Fall Special. A dealer 
orders three cases of Dry-Ex and two cases of Nor’- 
way® Stop Leak (Total Retail Value $78.00). The 
regular dealer price for these is $48.60. But with the 
Fall Special Discount, the dealer pays only $42.10. In 
addition, he’s given one case of Dry-Ex (Retail Value 
$15.60) AT NO EXTRA CHARGE. Look at the profit 
he makes: 


TOTAL RETAIL VALUE 
FOR THE 6 CASES 
TOTAL DEALER COST 


$93.60 
$42.10 


PROFIT $51.50 


OFFER GOOD FOR LIMITED TIME ONLY . . . CASH IN TODAY! 


QUICK FLUSH * STOP LEAK * ANTI-RUST ° 


PENETRATING OIL ° 


EVERY 


(a 55% discount) 


CAR WASH 
DRY-EX 


GD commerciat SOLVENTS CORPORATION, NEW YORK 16, N. Y. 
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AHEAD OF THE NEWS 





COLLEGES BACK OIL—New support for brand com- 
petition on toll roads has come from a group of Ohio 
colleges surveyed by R. H. Collacott, assistant to the 
chairman, Standard Oil of Ohio. He recently sent to 
the economics departments of the colleges copies of 
a report outlining the advantages of the multiple 
brand trading area system for turnpike stations. This 
is the plan generally backed by oil companies. Com- 
ments of professors indicate they approve the “the- 
oretical economic principle” of such a system. 


BLOW TO COMPETITION—Chances for brand com- 
petition at stations on the West Virginia Turnpike 
apparently have died now that the Turnpike Commis- 
sion has rejected bids for competitive station opera- 
tion. The commission has now prepared a revised 
form calling for only one bid item for the three ini- 
tial stations on the turnpike. 


MORE OIL ADDITIVES—AMotor oil additives, similar 
to that marketed now by Quaker State and Alemite, 
soon will be appearing on the retail market under 
oil company private brand names. Also, more pri- 
vate brand gasoline additives may be offered at sta- 
tions this fall and winter. 


ANOTHER TCP GASOLINE — A major company 
marketing in the Midwest and Southwest will soon 
be selling at stations a TCP gasoline similar to that 
introduced earlier this year by Shell Oil Co. Field 
reports indicate Shell stations have made good gal- 
lonage gains with the product. 


TBA CREDIT CARD PLAN-—One major company is 
highly pleased with results of a recently instituted 
three-month payment plan for credit card purchases 
of TBA. The company believes the program is work- 
ing out successfully because of its simplicity of op- 
eration for the credit card holder. All he does is pre- 
sent his card and sign the purchase slip, just as he 
would for a gasoline sale. Each 30 days for the 
next three months he is billed for one-third of the 
purchase price. 


A NEW OIL—A major marketer soon will introduce 
another motor oil. It will be in the premium price 
bracket—probably 75c a quart or higher—and will 
be sold as a “reconditioning” oil. A highly additive 
product, it is supposedly designed to alleviate such 
things as sticking valves, hydraulic valve lifter dif- 
ficulties, etc. 
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TBA INVENTORY—A jobber who recently installed 
a weekly inventory system for TBA stocks at all his 
service stations was startled at the results. Dur- 
ing the first three weeks, his TBA volume doubled. 
Under the newly installed program, the jobber’s re- 
tail salesmen make a weekly inventory at each sta- 
tion and list the results on a report of call sheet. 
The results provide the salesmen with irrefutable 
facts and figures as to whether the dealer’s TBA 
stocks are running low. 


STATE VS. FEDERAL—tThere’s almost sure to be 
an all-out push made during the next session of Con- 
gress to get the federal gasoline tax repealed, leaving 
that tax domain to the states. A preliminary ef- 
fort was made during the past year in getting a 
large number of state legislatures to petition Con- 
gress to end federal gasoline taxation. But the issue 
was not pressed vigorously in Washington because 
proponents knew that the administration would be 
forced to oppose any tax-cutting measures at the 
time. 


END OF THE ISLAND?—One Independent oil mar- 
keter is toying with the idea of using overhead gaso- 
line and lubricating oil dispensers at stations. This 
would eliminate the island as such. Details on the 
layout still are unavailable but presumably it might 
follow the plan under experimentation on the West 
Coast for dispensing motor oil. It probably would 
make use of central pumping systems. 


CLEVELAND PRICE FIGHT — The historically 
“stable” Cleveland retail gasoline market apparently 
is headed for sharp price competition now that a 
private brand operator has begun building a 24-pump 
station on the city’s outskirts. The new multi-pump 
reportedly will sell at a cut price, and at least one 
big marketer says it will meet the station’s price 
on opening day. 


DRILLING IN SOUTH—Florida and Georgia may yet 
become an important source of crude oil, in the opin- 
ion of an independent producer who calls the area the 
most promising in the U.S. He notes this is espe- 
cially true for small producing companies, since drill- 
ing costs are relatively low. He hints a “terrific 
play” is in the making. 
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AUTO-LITE BULL’S EYE SEALED BEAM UNITS are 
designed for safe night driving. They concentrate 
more light on the road . . . burn even when the lens 
is cracked or broken. 


THE 
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AUTO-LITE ORIGINAL SERVICE PARTS 

include generatets, voltage regulators, starting motors, dis- 
tributors, coils and thousands of electrical and mechanical 
component parts engineered for best car performance. 


ELECTRIC AUTO-LITE COMPANY 








America is equipped with 


AUTO-LITE SPARK PLUGS 
. . « Ignition Engineered to give top performance in 
your cor... include a complete line of Resistor, 
Standard, Transport and Marine types. 


+o £939 CO 1, GOATS 
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AUTO-LITE “STA-FUL" BATTERIES need 
water only 3 times a year in normal car 
use. And they last longer! 
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Ten Miles—or %4 Million! 


THIS $5000 BEAUTY DEPENDS ENTIRELY ON 
SCIENTIFICALLY CORRECT LUBRICATING GREASES 


As far advanced as it is in automobile engineer- 
ing, this beautiful convertible is correctly lubricated 
by Battenfeld products, sold and distributed under 
America’s famous marketing names. 


Grease is no longer just “grease”. Lubricating 
greases are compounded products of many types, 
each with a prime purpose in view. Lubricating 
greases by Battenfeld are literally millions of units in 
protective action! ... highly complex units whose 
molecular structure varies widely according to the 
job each type of “grease” must do. 


Battenfeld is research and production head- 

quarters for lubricating greases sold under the 

trade names of the nation’s most famous marketers 
and jobbers. 


Your inquiry is cordially invited. 


DAT TEAR ELD 


international headquarters for 


te LUBRICATING GREASES 
OF Mee eC Ce 


* Business Is Ingreasing” 


BATT ) \ rE LD $148 Roencke Road, Kensas City 6, Missouri 


725 Second Ave. No., Minneapolis 5, Minnesota 
GREASE & OIL CORPORATION Box 144, North Tonawanda, New York 


10 


“Never shall the sur-| 
faces meet!”. . . even 
though pressures 
reach 90,000 Ibs. and 
tolerances are as 
close as 1/10,000 of 

an inch. 


Molecular structure var- 
ies widely between scien- 
tifically compounded Bat- 
tenfeld greases —accord- 
ing to the condition un- 
der which bearing sur- 
faces must be lubricated. 


Ps. 
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Small Business Administration's Aims 


Could Benefit Independent Oil Marketer 


By Glenn M. Green, Jr. 


Before the end 

of September, the 

newly-created Small Business Admin- 

istration will have chaken itself into 

an organization and will announce 

its loan policy statement—its firm 
blueprint of operations. 


Whether this new federal agency 
will be of any value to the Inde- 
pendent oil marketer is debatable. 
Certainly few, if any, of the bureaus 
or sub-bureaus or what-have-you es- 
tablished in the past to help small 
businers have been of much use to 
him. 


But there is something new in the 
Small Business Acministration con- 
cept. There is a crusading philosophy 
in its aim of acting as a “catalyst” 
to stimulate help, fnancial and 
otherwise, for the “little fellow” 
right at his own front door. The de- 
sired pay-off: A healthier economic 
climate for everybody, big and lit- 
tle alike. 


If things work out as Administra- 
tor William D. Mitchell fervently 
and enthusiastically wishes, the job- 
ber will see the following program 
take form: 


At the.state and local levels, ad- 
visory boards will be formed which, 
under the guidance and persuasion 
of the adminictration’s 13 regional 
and 17 branch offices, will organize 
“local pools of private capital” par- 
ticipated in by banks, business and 
civic leaders. 


Direct loans by the administration 
from its relatively paltry $55,000,000 
revolving fund would be at a mini- 
mum, although this fund is expected 
to be “augmented” by taking only 
10%, 15% or 20% of any particular 
loan, leaving the remainder to the 
regular banks and the credit pools. 
(The administration can make no loan 
unless the applicant has exhausted 
local opportunities). 


A jobber needing venture capital 
to expand or equity capital to sur- 
vive would, in theory, go to his bank. 
If he could get no loan or only part 
of what he needed, he would go to 
the credit pool, and then, if neces- 
sary, to the administration. It might 
wind up with each granting him a 
percentage of what he needs. 
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Skeptical newsmen bluntly asked 
Mr. Mitchell if he thought big firms 
would kick in to a pool “to help 
small business take business away 
from big business?” To this, he re- 
plied, “It is being done.” He stoutly 
insists that the governors of 25 
states, bankers and others are sold 
on the plan. 


In addition, the state and local 
groups would-work to raise the small 
business share of the government’s 
“procurement dollar” from the pres- 
ent 13.9c to around 35c. Further- 
more, he wants these groups to see 
that the little man gets his fair 
share of state and local government 
awards and orders from the larger 
industries in his neighborhood. 


That’s the way it’s supposed to 
work. We don’t know if it will or if 
it will not help the Independent job- 
ber. But the jobber might watch for 
developments in his state and com- 
munity and see that he harvests any 
benefits available. 


There are persistent, though so 
far unconfirmed, reports that the 
Justice Department's “market leader” 
gasoline price inquiry will hit hard 
in the Arkansas area. Providing, of 
course, that it actually clears the 
Antitrust Division, the Attorney 
General's office and maybe even the 
White House. 


Incidentally, Blackwell Smith, who 
was named recently to Attorney Gen- 
eral Herbert Brownell’s antitrust law 
study group, has proposed a solu- 
tion to the excess refining capacity 
problem now facing independent re- 
finers. Mr. Smith, a prominent anti- 
trust attorney, told the National Pe- 
troleum Assn. at its spring meeting 
in Cleveland that the answer might 
be a voluntary industry cutback in 
refinery runs. 


That amounts to waving a grand 
jury summons in the face of an oil 
industry attorney under present cir- 
cumstances. Any such co-ordinated 
program would fracture numerous 
antitrust statutes. The study group 
might come up with some changes— 
but not if the “anti-oil” members 
can prevent it. 














all with 
sound shells 


Exceptional Bargains in Used Tanks 
at your Trailmobile Branch Office 


PETROLEUM TANKS 
SINGLE AXLE WO. AVAILABLE 





2000 to 3000 gals. 5 
3000 to 4000 gals. 8 
4000 to 5000 gals. 38 


TANDEM AXLE 





4000 to 5000 gals. 14 
5000 to 6000 gals. 26 
6000 to 7000 gals. ] 


ASPHALT TANKS ....4 


CASINGHEAD TANKS. . 4 


Immediate Delivery 
% Finance Terms Arranged 
* All Leading Makes 


CHECK THE YELLOW PAGES 
OF YOUR PHONE BOOK 
FOR THE NEAREST 
TRAILMOBILE 

BRANCH OFFICE 


TRAILMOBILE 
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IGHT! Purolator’s Fall Program covers 

everything—fits everywhere ... does a 
big promotion and selling job—5 ways! Ties-in 
with (1) overall oil selling programs, (2) TBA 
promotions, (3) Fall Oil-Change and Motor 
Tune-up Drives; same time it (4) pre-sells 
dealers, (5) moves merchandise off dealers’ 
shelves—increases jobber and dealer profits! 


Purolator’s object is to increase the sale of 
filters—make sure every car that changes 
from summer oil to winter oil changes to a 
fresh new Purolator filter. 


Oil company people like this, of course; like 
it because they like to sell oil filters; like it, 
too, because every Purolator filter sold means 
the sale of an extra quart of oil to take the 
place of the dirty oil that goes out with the 
dirty filter. 





| 





big job for us-5 ways. 


Purolator’s tested, proved Round- 
up Program! Are you with it? 


Because Purolator’s program covers so much 
ground, covers it so thoroughly, oil company 
executives are glad to tie-in with Purolator; 
glad to make sure their dealers have full 
stocks of Purolator filters, are ready to use 
Purolator’s display material — counter dis- 
plays, posters, streamers. 

If you aren’t already set— get in touch at 
once. Full information—suggested stock, de- Ads in Saturday Evening Post, Life, 
tails of promotion—on request. Look, Popular Mechanics, Popular Science, farm 


REMEMBER: 100% of the market belongs publications . . . 
to Purolator. 1. Most makes of cars are Sa ia TS 
factory-equipped with Purolator Micronic* 
Oil Filters. 2. Al/ cars filter-equipped take 
Purolator* Filters. 3. Tests prove Purolators 
are built better, do a better job—filter more 
dirt, finer dirt, faster—leave in valuable H-D 
additives. 








Displays (To be in dealers’ hands 
by September 15th) include a brand-new idea in 
counter-window displays—with space for oil com- 


pany tie-in . . . Streamers and posters both in eye 
catching Day-Glo... 
a And for every dealer: 





**Facts ABOUT FILTERS,’’ 
. Purolator’s handsome 16- 
Voids net OU FILTER page book shows all—tells 

: all... what to say—and 


how to say it! Make sure 
: 4 your dealers get theirs! 
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Gasoline Output Declines Slightly, 
Stocks Drop Over Million Barrels 


Gasoline production in the week 
ended Aug. 22 declined 379,000 bbl. 
from the previous week's record high, 
according to the American Petroleum 
Institute. 

Inventories of gasoline dropped 1,- 
243,000 bbl. to a total of 142,334,000 
bbl. ‘during the week ended Aug. 22. 
However, this is 25,941,000 bbl. more 
than in Aug. 23, 1952. And these 
large inventories of gasoline are be- 
ginning to worry some marketers, 
particularly on the West Coast. 
Stocks in the West are as high now 
as they were at the beginning of the 
peak gasoline consumption period 
(see Pacific Coast column on p. 45). 


Inventories of gasoline in the na- 
tion were 152,435,000 bbl.. in week 
ended May 30. Thus stocks have been 
reduced slightly over 10 million bbl. 
since that date. 


Both production and stocks of ker- 
osine, distillate and residual fuel oil 
gained in week ended Aug. 22 com- 
pared with previous week. For de- 
tails see table at bottom of page. 


Average refinery runs increased 
slightly to 7,109,000 b/d while the 
output of crude oil and condensate 
edged nearer to a record high, av- 
eraging 6,618,700 b/d in the week 
ended Aug. 22. 


Refiners Ship More Oil—Refining 
shipments of petroleum products dur- 
ing 1952 increased more than $400 
million over the 1951 rate, according 
to the Census Bureau in the first of 
a 1952 series of reports based on an 
annual survey of manufactures. 


The total shipments of oil prod- 
ucts amounted to $9,912,593,000 dur- 
ing 1952 as compared with $9,482,- 
535,000 in 1951, a gain of 4.5%. 


The bureau reported the following 
comparative breakdown by products 
(in thousands of dollars) : 


1952 
530,907 
1,921,590 
884,407 
. 5.744.222 
64,529 
200,290 
191,620 
138,624 


Kerosine 
Distillate fuel of! ........ 
Residual fuel oil ........ 
Gasoline .. mie 
Petroleum waxes Spee , 
Liquefied nbeers sacgae kases 
Asphalt .. ; wa 
Unfinished oils eS ee 
Other finished petroleum 
products, except lubri- 


sas crude oil allowable for Septem- 
ber has been set at 310,000 b/d, not 
including condensate, a reduction of 
10,000 b/d from August. 


Imports Drop—tTotal] crude oil and 
products imports into the U. S. de- 
clined 81,900 b/d in week ended Aug. 
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22 as compared with the previous 
week, according to the API. East 
of California imports decrearced 156,- 
600 b/d; California imports rose 74,- 
700 b/d. Detailed figures follow: 


Aug. 22 Aug. 15 Aug. 22 
(Barrels per day) 

East of California 
Crude oil 
Residual fuel oil. 
Distillate fuel oil. 
Asphalt 2 
Others 


440,200 570,600 528,900 
206,800 246,600 231,700 
21,700 5,000 9,200 
10,700 14,200 9,900 
10,300 9,900 5,100 
Total ......... 689,700 846,300 784,800 
California 
Crude oil .. 
Others 


137,000 101,600 


Totes <3 6teeen 137,000 
Total U.S. Imports 826,700 § 


101,600 
886,400 


Seek More Alkylate—The Petro- 
leum Administration for Defensce is 
asking selected oil companies to con- 
sider the construction of alkylate fa- 
cilities. The PAD also has indicated 
that if the oil industry is not able 
to build the required facilities to 
meet the 30,000 b/d alkylate expan- 
sion goals the government may do 
so itself. This, however, will be a 
“last gasp” resort, according to Dep- 
uty PAD Joseph LaFortune. 


Mr. LaFortune also has indicated 
that if the industry’s expansion fails 
to reach the goal, the military may 
be asked to restudy its requirements 
to make certain that more expansion 
is needed before the government 
takes “drastic” steps. 


Meanwhile, efforts by Eastern 
States Petroleum Co. to get a gov- 
ernment loan on rehabilitation of al- 
kylate facilities has been stymied by 
refusal of the Reconstruction Finance 
Corp. to approve it unless the com- 
pany agrees to clear with RFC be- 
fore declaring dividends. This was 
revealed by a government official. 


He said the military and PAD have 
pressed for approval of the project 
because of the need for alkylates. 
The company has offered to get RFC 
clearance on any dividends above 
10%, but RFC has been firm thus 
far on the demand that agency ap- 
proval must be given for any size 
dividend payment, the official said. 


Gasoline Consumption—The Amer- 
ican Petroleum Institute reported 
June gasoline consumption for six 
more states (in thousands of gal- 
lons) : 

dune dune 

1953 1952 
Colorado ..... 53 601 47.124 
Kansas ......... 95,789 87 F20 
Minnesota ...... 105.4563 90 819 
New York ...... 286.644 255,622 
Tennessee 77.077 69.938 
West Virginia... 33.647 34.595 - 2. 

Montana Refinery — Engineering 
work on a new catalytic polymeriza- 
tion unit is under way at The Texas 
Co.’s Sunbur-t, Mont., refinery. Fa- 
cilities are expected to be in opera- 
tion late this vear. The unit will 
have an estimated capacity of 37,700 
bbl. per year. 


Refinery Expansion—The Pennzoil 
Co. has awarded a construction con- 
tract for an expansion program cost- 
ing nearly $2,00,000 at its No. 1 plant 
at Rourceville, Pa. Plans include con- 
struction of a new two-stage crude 


Summary of API Report on Refining Operations 
(U.S. Totals — B. of M. Basis) 


Production 


Crude runs—daily avg. 
Foreign crude included 
Per cent operated 
Gasoline 
Kerosine ._. 
Distillate fuel oil . 
Residual fuel oil .. 
Stocks 
Finished & unfinished — 
Kerosine ... She re 
Distillate fuel oi] .... 
Residual fuel oil ... 


Week 


2,157,000 
10,189,000* 
8,635,000 


143,577,000 
32,668,000* 

110,443,000* 
50,425,000* 


*Revised due to changes reported in company figures. 
Summary of B. of M. Report on Crude Oil Stocks 


Total crude oil stocks in U.S. .. 
Total located in PAW District 1 
Total located in PAW District 2.. 


Change from 
duly 25 


42,648,000 
— 1,285,000 
41,047,000 41,441,000 
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= keep your trade happy, just tell 
them these facts about the batteries 
you sell that are equipped with United 
States Rubber Company's Peerless 
Separators: 


(1)—Peerless is unaffected by over- 
charging, heat, battery acid or plate 
pressures. Peerless is so strong that 
warped or buckled plates can’t hurt it. 


(2)—Peerless has high porosity. So 
what? So the user gets 20% faster 
cranking speed because of faster cir- 
culation of acid. 


(3)—Peerless delivers improved start- 
ing performance in cold weather, de- 





You get repeat battery business 


U. S. Peerless 
Rubber Separators! 





livering up to 10% more power when 
needed most—plus extra protection in 
hot weather. And Peerless cuts costs 
because its low electrical resistance 
requires lower charge currents. 


(4)—Month after month, mile by 
mile, Peerless’ physical, chemical and 
electrical properties guarantee a bet- 
ter-behaved, longer-lasting, more 
economical battery. 


Write for your free copy of informa- 
tive booklet. Use the coupon. Batter- 
ies have more juice, and so do your 
sales — with Peerless Rubber Battery 
Separators. 


Rubber Company 
Rockefeller Center, N. Y. 20, N. Y. 
Gentlemen: 
Please send me my free copy of book- 
let on U.S. Peerless Rubber Separators. 

















UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department « Rockefeller Center, New York 20, N. Y. 
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SUPPLY AND DEMAND 


oil distillation unit with 9,000 b/d 
rated capacity and 12,000 b/d maxi- 
mum capacity, replacing three old 
units with combined capacity of 10,- 


PT | 500 b/d. Work will start in October 

C A of ~ ed ;- i i = - and will be completed in nine months. 
etngorced Asphalt Plant—American Bitumuls 

& Acphalt Co., Standard of Cali- 


| fornia subsid ary, will build a new 
| $4,000,000 asphalt refinery near Cin- 
| einnati, Ohio. It will serve Ohio, In- 


diana, Kentucky and Michigan. 


Penna. Runs Up—Runs to stills of 

> =p, | Pennsylvania grade crude oil in- 

LOI Se creased 4,673 b/d in the week ended 

&X¥< Pt, as | Aug. 22 to 50,854 b/d. Crude runs 

ee er 4 in the week ended Aug. 15 were 46,- 

aA | 181 b/d, according to the National 
Petroleum Assn. Totals follow: 


Week Ended Week Ended Week Ended 
Aug. 22, 1953 Aug. 15, 1953 Aug. 23, 1952 
(figures in b/d) 

50,854 46,181 47,749 


New Oil Fields—Two new oil fields 
have been discovered. Cities Serv- 
ice found a new field 55 miles north 
of Oklahoma City, Ok'a., where com- 
pany holds about 3,000 acres. The 
other d’scovery was by The Texas 
Co. at Pinte Coupee Parish, La., two 
miles east of the town of Fordoche. 


Deepest Well—The previous drill- 
ing depth record of 20,521 ft., set 
in June, 1949, has been exceeded by 
Ohio Oil Co. in Kern County, Cailif., 
25 miles southwest of Bakersfield. 
Drilling will proceed on to 21,000 ft. 
unless difficulties force abandon- 
ment. Well is termed a wildcat since 
it wi'l test possibility of oil and gas 
production from sands much deeper 
than those now producing in the 
field, company says. 


World Output Up—World oil pro- 

duction totaled a record 332,000,000 

metric tons in the first six months 

of 1953, the Petroleum Information 

Board of London reports to Reuters. 

(This figures out to 12,839,779 b/d, 

su perior pr oduct outstanding package using factor of 7 bbl. to one metric 


ton. Figures below were converted 

Only Campbell Chains have Campbell Chains are attrac- on the same basis.) 
the patented Lug-Reinforced _ tively packed in boxes and bags ; ‘ ‘ 
construction that means greater for easy identification and con- went U. 5. was primarily ae 
traction on ice and snow... venient storage in car or truck. , ; tet nena toon Ay Paes — 
guards against skids and side Every box includes the easy-to- = aby ons (6,613, f 
> slips. use Chain Applier. 10,000,000 tons more than in e 


same period of 1952. 
forceful merchandising national advertising Creole Output Down—Creole Pe- 


‘ Campbell's new point-of-sale Campbell advertises consistently | troleum Corp.’s operated crude oil 
2 banner, ad-mats, window in PatHrinver, Business Weex and |f * | production in Venezuela during July 
| streamers and display sugges- a complete list of automotive ‘ | averaged 704,295 b/d, down 23,650 

tions are real sales helps. and farm trade publications. Pe b/d from June. Net production plus 
purchased royalty oil averaged 763,- 
453 b/d, a decrease of 22,616 b/d 
from the previous month. 


Moke your winterizing program complete. Write for details. 


Joint Oil Hunt Set—The govern- 
ments of Bolivia and Brazil have 
agreed to invest $1,000,000 each in 


drilling and prospecting for oil in 
Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE Bolivia’s Santa Cruz province. 
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September * 


One of a Series of Interest to the Petroleum Industry * 


1953 








100th ANNIVERSARY 
of Petroleum Research 


The world’s first scientific examina- 
tion of crude oil was conducted by 
Dr. Crosby at Dartmouth College 
in 1853. The 100th Anniversary of 
this event was recently observed at 
Dr. Crosby’s home, which also 
served as his laboratory. 

Today, this event has far greater 
significance to the world than could 
possibly have been attached to it a 
century ago. From the first kerosine 
lamp to our modern synthetic fibers 
ree. from petroleum . . . trom the 
first raucous chugging of the “horse- 
less carriage” to jet airplanes that 
exceed the speed of sound—petrole- 
um research has been a driving 
force in advancing our civilization. 

Petroleum research itself has 
grown and progressed, too . . . from 
one man in a home laboratory to 
thousands of highly trained special- 
ists in hundreds of modern oil and 
chemical industry laboratories. In 
the Du Pont Company alone — 
which makes many of its products 
out of petrochemicals and supplies 
the industry with petroleum addi- 
tives—there are hundreds of special- 
ists om petroleum research work 
exclusively. 











Mid-Continent 
District Manager 
ROBERT M. GLOVER came to Du Pont 
from The Humble Oil Company in 


1947. He was assigned to the Petrole- 
um Chemicals Division’s Mid-Conti- 
nent District as a sales-service rep- 


ROBERT M. GLOVER 


resentative. In 1952 he became man- 
ager of this district. 
His experience in oil refining began 
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You can count on Du Pont’s 


14 TEL STORAGE AREAS 


to Serve You in any Emergency 


Strategically located rail sidings and truck facilities mean that 
‘“‘rysh’’ TEL shipments can reach you in a matter of HOURS 


You can now be assured of an ample supply of tetraethyl lead to meet any 


emergency, at any time. 


To make this possible, Du Pont’s Petroleum Chemicals Division maintains 
14 rail sidings and tank truck terminals conveniently located adjacent to the 
major refining areas. And they are kept fully stocked with loaded TEL tank 


Cars. 


. ready to roll to any refinery at a moment's notice. 


LOCATED near all the major refining areas, these 14 Du Pont shipping 
points ore prepared to fill orders for TEL at any time of the day or night. 


IN CASE OF EMERGENCY... 


This extensive Du Pont distribution 
network was set up to help refiners 
meet emergency requirements for TEL 
which might not have been anticipated 
in regular delivery schedules . . . or to 
replace shipments which might have 


been held up by floods, train wrecks, 
strikes or other unforeseen circum- 
stances. 

NATIONWIDE SET-UP 


Rapid delivery facilities are located at 


the following strategic points: 








in the Humble Oil Company’s refiner 
at Baytown, Texas. There he did bot 
field and research laboratory work. In 
the laboratory, he worked on solvent 
extraction of lubricating oils and the 
refining of petroleum waxes. 

In 1940 he was transferred to Hum- 
ble’s products inspection laborator 
where he directed the testing and load- 
ing of finished petroleum products into 
tankers, barges and tank cars. 

Enlisting in the Navy in 1941, 


d for the Petrol Ch 








Port Costa (San Francisco), 

Glover was assigned to the office of the 
Inspector of Naval Materiel. There he 
supervised the acceptance of petrole- 
um products bought by the U.S. Navy. 
After his discharge from the Navy in 
1946, he returned to the Humble Oil 
Company as a product inspector. 

Mr. Glover received a B.S. degree in 
chemical engineering from Rice Insti- 
tute and completed an additional year 
of graduate study at Massachusetts 
Institute of Technology. 
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PETROLEUM CHEMICALS DIVISION 


NEWS 





ONTINUED 


Rapid Deliveries 
Torrance and El Monte, California; 
Houston. Corpus Christi, Texas City 
and Beaumont, Texas; Salt Lake City, 
Utah; Kansas City, Missouri; Wood 
River, Illinois; East Chicago, Indiana; 


FULLY LOADED, this TEL tank car is ready to 
roll to a refinery from a nearby siding on a 
moment's notice. 


Toledo, Ohio; New Orleans, Louisiana; 
and Carney’s Point, New Jersey. 

The tank truck terminals at Carney’s 
Point, N. J. and El Monte, Calif. are 
complete with weigh tanks and storage 
facilities. These make it possible for 
refiners to receive rush shipments of 
TEL in smaller-than-tank car lots. 


"ROUND-THE-CLOCK SERVICE 


An ample supply of both Motor Mix 
and Aviation Mix is always on hand at 
all 14 shipping points. And there is 
someone at the phone to expedite your 
order at any time of the day or night. 
What’s more, the chances are that your 
rush orders can be filled in a matter of 
a few hours—depending on the dis- 
tance to your refinery. 


FULLY STOCKED WAREHOUSES 


In addition to the mobile units han- 
dling tetraethyl lead, Du Pont also 


FOR CONVENIENCE, smoaller-than-tonk car 
shipments of TEL can be sped to refineries by 
tank truck from El Monte, California and Car- 
ney's Point, New Jersey. 


maintains three fully-stocked ware- 

houses in Houston, Los Angeles and 

abo pm Delaware, which carry a 
large supply of all other Du Pont pe- 
oleum additives. 








Field Tests Show 
Effectiveness of Du Pont 
Fuel Oil Additive No. 2 


The following test, conducted by a 
major oil company, shows how you can 
reduce filter screen clogging in domes- 
tic oil burners with the new Du Pont 
Fuel Oil Additive No. 2. 

The test was conducted under actual 
operating conditions during the 1951- 
52 heating season. The fuel used was 
of uncertain age and had been trans- 
oie by tanker to a water terminal 

ore the Fuel Oil Additive No. 2 was 
added. The fuel itself was a blend of 
Seer and straight-run stocks 
poroes ee the following ee 0.21% 
—LB.P.; 598° F.— 90%; 

e54° F, — Yn ¥. 

Approximately 70,000 barrels of this 
fuel were treated at a concentration of 
30 ds per 1,000 barrels during the 
inaaliees. of barges from shore tanks at 
the anes terminal. The treated fuel 
was then delivered to another water 
terminal storage tank — from which it 
was oe ‘ all of the customers 
served by this terminal. 

None of the customer burner units 
used in the test were given any special 
cleaning or reconditioning beyond the 
normal routine servicing. The test was 
continued throughout the heating sea- 
son. 


For a control, a similar marketing 





area was supplied with the same fuel— 
without the addition of Fuel Oil Addi- 


Saas d ‘ my x 
Typical results of this test are shown 
in the above photograph. This shows 
filters used in a ery em burner con- 
suming about 1800 gallons per month. 
Prior to the start of the test, this burner 
had required filter replacement each 
month. But when Du Pont Fuel Oil 
Additive No. 2 was added to the fuel, 
the filter was unusually clean and serv- 
iceable after a 10,800 gallon thruput. 


Petroleum ( 





LITERATURE AVAILABLE 














Here is a partial listing of the bulletins, 

reports, klets, movies and aids 

available to you through any Du Pont 

Petroleum Chemicals Division district 

office: 

The Service Station and the Motorist — 
Report Nos. 1, 2 and 3 are now ready 
for distribution. Authoritative stud- 
ies on gasoline buying habits in re- 
gard to service station loyalty, brand 
name loyalty and gasoline grade se- 
lection Serials A-5396, 

A-5347 and A-5826 

wat Pont Fuel Oil Additive No. 2—A 12- 
page e bulletin describing this ashless 
ilizer and dispersant which pre- 

vats clogging of fuel oil screens 
Serial A-5201 

Pipeline on Wheels—A 26-minute, full- 
color movie on tank truck safety. 
Suitable for both training and public 
relations purposes. 


GU PONT 


Better je Things for Better Living 
- through Chemistry 





























E. |. DU PONT DE NEMOURS & COMPANY (INC.) 
Wilmington 98, Delaware 


Petroleum Chemicals Division ¢ 


District 
Offices: 


HOUSTON, TEXAS—705 Bank of 
LOS ANGELES, CALIF.—612 So. Flower St. 


RAndolph 6- 6-8630 
Phone Tulso 5-5578 

.. Phone PReston 
Phone MAdison 1691 


IN CANADA: Canadian Industries Limited —Toronto, Ont.— Montreal, Que.— Calgary, Alto. 


OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 


6539—Wilmington 98, Dei. 
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Pattern of change 


N 1941 there were 1,675,000 tractors on 

America’s farms. By 1951 there were 
4,100,000—and the number is increasing 
every year. 

More than half of our farm land under 
cultivation is now tilled with tractors. 

But that is not the whole story. It was 
the tractor that led the way to the mech- 
anization that makes so many farm j 


easier and makes it possible for a lot fewer 
farmers to supply a lot more farm products. 


SEPTEMBER 2, 1953 


This pattern of change and progress also re- 
flects on the efforts of two great industries: 
Farm Equipment and Petroleum. Together, 
they are helping the farmer to put more 
acres under the plow and keep those acres 
productive. 


The Gulf Oil Companies, manufacturers 
of numerous petroleum products for the 
farm, are actively contributing to this effort, 
encouraged by the belief that helping the 
farmer helps keep America strong. 


Gulf Oil Corporation 
Gulf Refining Company 
General Offices 
Pittsburgh, Pa. 
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THIS SALE 
1Ol010; 
on 
—— 
GATIONS 
oo8 
ore GALLON 


eee 
om, 
: There’s no customer confusion. 
The nozzle you see serves the single dial 


NEXT TO IT in full view of the customer. 


The low, compactly designed 
Bowser Siamese Rol-Way improves sta- 
tion appearance, boosts* business. 


@ DOUBT-PROOF 
SINGLE DIALS 


PREVENTS ALL 
CONFUSION 


Occupies slightly more THE ORIGINAL 


space than single-hose 


pedestal, using same SIAMESE PUMP 


suction and conduit. 


EQUIPPED WITH 
XACTO METERS 


The first thousand proved this—wherever Bowser Siamese Rol-Ways are in use, 
gallonage has increased, traffic patterns improved, rush-hours freed of congestion. Investigate! 


THERE IS A SIAMESE INSTALLATION NEAR YOU - - - ASK YOUR BOWSER MAN 


BOWSER, INC. « 1301 CREIGHTON AVE. e FORT WAYNE 2, INDIANA 
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AUTOCARS GIVE YOU 


BETTER PERFORMANCE 


UNDER ANY CONDITIONS en 


Brooklyn, N.Y., 
combines big loads 
with maneuverability 
by making deliveries 
with this sturdy 
U-90 Autocar. 


| CLIP and MAIL 
You’ll get constant, dependable service from 
your Autocars—no matter how much you ask 
of them. They’re built with a margin of strength 
and stamina which comes in mighty useful for 
on-schedule operation over long distances. For 
dependable, low-cost hauling, rely on heavy- 
duty Autocars designed for your specific re- 
quirements. 


AUTOCAR TRUCKS 


The Autocar Company, Ardmore, Pa. 
Established 1897 


UA i 8 MR A 
The Autocar Company, Ardmore, Pa. 
Please send me information about the 


more than 20 basic Autocar models. 





Firm Name 





Address 





No. of trucks in fleet 





Factory Branches and Distributors from Coast to Coast 
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A FULL HOSE LINE FOR BETTER SERVICE 


OR THE BEST VALUE in all types of 

service station hose . . . gas curb pump, air 
tower, driveway alarm and car wash. . . always 
call your Hewitt-Robins Distributor. He can 
provide you with the fast, efficient answer to 
your every hose need. 

The Hewitt-Robins hose line for service sta- 
tion operators offers a variety of specialized 
hoses that assure top quality performance: 
Hewitt-Robins Gasoline Curb Pump Hose is 
highly flexible, has a smooth bore for free flow- 
ing . . . Hewitt-Robins Air Tower Hose is dur- 
able, resists kinking and reels easily . . . Hewitt- 
Robins Driveway Alarm Hose withstands year 


Hewitt-Robins Car Wash Hose is tough, light 
weight, and recommended where oil conditions 
are encountered. In addition, Hewitt-Robins 
also makes other outstanding hoses for the pe- 
troleum marketing field such as Fuel Oil & Dis- 
tillate Hose and the new 150 foot long LP Gas 
Reel Hose for bulk delivery trucks. 

You can buy with confidence when you order 
from your Hewitt-Robins Hose Distributor. 
Contact him today for complete information 
regarding any of these top hose values. See 
Classified Phone Book . . . Rubber Goods- 
Mechanical; Rubber Products - Mechanical; 
Belting-Mechanical; Hose & Tubing-Rubber, 





round weather and constant tire wear... or write to us directly. 


HEWITT@) ROBINS 


Executive Offices, Stamford, Connecticut 
DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers + Restfoam 


FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal «+ Hewitt-Robins internationale, 
Paris, France * Robins Conveyors (S. A.) Ltd., Johannesburg « EXPORT DEPARTMENT: New York City. 


NATIONAL PETROLEUM NEWS 





FRAM Pyramids Vacationland America 
Advertising to Help Boost Y¢ 





Now an Added $12.500.00 


Contest Spurs Travel Interest 


PROVIDENCE, R. I.—Fram Cor- 
poration, today announced the opening 
of a powerful prize contest promotion, 
topping off an already record-smashing 
campaign devoted to increasing vaca- 
tion travel by car. 


Spokesmen for the company pointed 
out that the overall objective of Fram’s 
Vacationland America campaign is to 
increase filter and cartridge sales while 
giving excellent support to oil and auto- 
motive industry service sales. 


First prize of the contest, which runs 
through the peak vacation period clos- 
ing in late September, is a $5,000.00 


vacation expense account. Ten second 
prizes of $500.00 provide ten addi- 
tional ideal vacations. Ninety third 
place winners will receive Philco 
portable radios for their greate 
travelling pleasure. 


The contest will be promoted by 
big colorful ads in Saturday Even- 
ing Post, Holiday, Popular Mechanics, 
Popular Science, Mechanix Illustrated, 
Field and Stream and Outdoor Life. 
Initial announcement will appear on 
Fram’s last Vacationland America Tele- 
vision Show of this series and also in 
regional newspaper ads. 





FRAM-Swayze TV 


Scores Big Success 


NEW YORK, N. Y.— Rave notices 
usher in the final shows of Fram’s Va- 
cationland America TV series, starring 
John Cameron Swayze, famous NBC 
star of Camel News Caravan fame. Mr. 
Swayze and family have helped millions 
to plan their vacations-by-car this sum- 
mer via the 13 trips and their recaps 
edited in booklet form, sponsored by 
Fram. Service stations handling the 
Fram line report heavy requests from 
motoring fans who want Vacationland 
America Booklets. 
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FRAM TBA Profit 
Possibilities Cited 


Four pertinent facts recently stressed 
by Fram sales management point to 
Fram as the logical choice for a profit- 
able TBA line. 


1. Fram filters are already installed on 
over 20,000,000 engines, offering a vast 
ready-made replacement market. 


2. Fram Filters are factory installed 
on more cars and trucks than any 
other brand. 


3. Fram’s complete line of superior 
cartridges permits total coverage with 
a nominal investment in inventory. 


4. Fram’s advertising and merchan- 
dising programs are aimed primarily at 
the motorist to help move more TBA 
items off dealer shelves. 


When you combine these factors with 
a history of consumer acceptance and a 
best-by-test product, TBA profit poten- 
tials are limitless. For complete details, 
write: Fram CoRPORATION, Providence 
16, Rhode Island. 





OIL = AIR « FUEL * WATER 


Don’t Forget 
the Extra Quart © 


It’s a matter of mathematics that 
with approximately 40,000,000 engines 
filter - equipped, (over 20,000,000 of 
them equipped with Fram) , 40,0000,000 
extra quarts of oil can be sold each time 
those engines have their cartridges 
changed. Fram officials pointed out that 
if service station dealers expended 
added effort on oil filter cartridge re- 
placements, they could realize a. new 
high potential in oil sales. And lastly, 
Fram’s broad line of Replacement Car- 
tridges enables dealers to make every 
filter change to gain this potential with 
a one-line inventory. 


Moral: Adopt Fram as your TBA line 
and get dealers to push oil and Fram 
Cartridge changes. 
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STAINLESS STEEL 
INTERNAL SAFETY 
VA L Vv E now famous Wheaton quality 


is available in flanged emergency valves for chem- 
ical truck tanks having underneath control opera- 
tion. Valve is made of No. 316 stainless steel alloy 
highly resistant to most corrosive fluids. Equipped 
with practically indestructible Teflon disc and 
packing. Leakage is prevented by even valve seat- 
ing provided by a concentric, self-aligning plunger 
assembly. Low friction assures ease of operation, 
freedom from leakage and long, trouble-free serv- 
ice. Wheaton Valve No. 380SS. 
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STAINLESS STEEL 
Vv E te T VA LV E — Designed for relieving 


pressure and vacuum in tanks. Simple ball check 

© POSITIVE and ports in the mushroom cap relieve excess 

PRESSURE AND pressure. Vacuum is relieved by admission of air 

VACUUM RELIEF §$ through the side ports and vacuum valve disc. 

o SAVES Safety in case of fire, is afforded as baffle prevents 

VAPOR LOSS increased pressure from raising ball; permitting 

free venting. If tank is upset ball seats against 

© PROTECTS upper port, preventing drainage of tank thru vent. 

AGAINST FIRE Made of No. 316 Stainless Steel for long service. 

® QUICK Cleaning is quick, simple — accomplished easily by 
CLEANING the removal of two nuts. 
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Have you checked Prest-0-Lite? 

This nationally advertised line 

offers a complete profit-packed 

program designed to meet your 
TBA requirements. 


PREST-O-LITE BATTERY COMPANY, INC., TOLEDO 1, OHIO 
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the power you bought! 

TAKE THE HILLS IN HICH! 
Squeeze out every ounce of 
power your car can produce... 
and get more trouble-tree miles 
het ween changes,too. How? Just 
switch toa brand of 100% Pure 
Pennsylvania Motor Oil, made 
from Nature's finest crude oil 


ASK to: a brand of 


100% Pure 


PENNSYLVANIA 
Motor Oil 





“Keep the power you bought” 


This message is being shouted 
from the pages of these seven 
leading magazines 


210 MILLION TIMES in 1953 


telling motorists to 


ASK tor a brand of 
100% Pure 


PENNSYLVANIA 
Motor Oil 


More often than ever before, 
Association advertising is telling car-owners 
the reasons for using a quality motor oil — 
for better performance and longer engine life. 
That’s why it’s good business for you 
to carry and recommend to your customers 
a brand of 100% Pure Pennsylvania Motor Oil. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
Oil City, Pennsylvania 
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WHEN BUYING METERS 


LOAD TRUCKS FASTER 
SAVE ON POWER 


with ROCKWELL 


Liquid sealed, no metal-to-metal contact, full anti- 

friction bearing protected—that’s the story of 
this better meter construction. And design-wise 
every moving part in the Rotocycle measuring 
chamber revolves in a “Flo-ward” direction 
like an electric motor, easily, quietly, smoothly 
with the least friction and wear. 

These superior mechanical advantages pay 
off in speedier metered deliveries, less resist- 
ance to line flow. You can load trucks faster, 
use smaller motors for pumping and save on 
power costs when you install Rockwell Roto- 
cycle meters. Auditing and accounting are 

positively simplified. 

Get full facts on these better meters now. 

Write for bulletin. 


WELL <ate 


ROCKWELL MANUFACTURING CO. 


PITTSBURGH 6, PA. ATLANTA BOSTON CHICAGO 


HOUSTON KANSAS CITY LOS ANGELES 
PITTSBURGH SAN FRANCISCO 


NEW YORK 
SEATTLE TULSA 


SEPTEMBER 2, 1953 











~ GLOBE-UNION 
x AX | 
6 OKUE 


iG CUSTOM-BUILT 


battery 


@ Globe-Union batteries are cre- 
atively engineered for original 
equipment manufacturers. (As well 
as numerous private brands.) They 
are also produced for mass mer- 
chandising under the name GLOBE 
“Spinning Power”. 





For low freight costs and fast serv- 
ice, there’s a Globe-Union factory 
located near your major markets 
(see below). And, to provide better 
service to the great Southwest, we've 
added a new plant at Houston, Tex. 


MILWAUKEE 1, WISCONSIN 
GLOBE-BUILT — IT'S RIGHT FROM THE START! 


Battery Plants at: ATLANTA, GA. ® BOSTON, MASS. @ CINCINNATI, OHIO @ DALLAS, TEXAS © 
EMPORIA, KANSAS © HASTINGS-ON-HUDSON, N. Y. © LOS ANGELES, CALIF. @ MEMPHIS, TENN, 
© MINERAL RIDGE, OHIO © OREGON city, ORE, © PHILADELPHIA, PA. © REIDSVILLE, N. C. 
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Sell a better 
Furnace Oil 





Eliminate | 
“water” problem | me 


Reo ah | 
Improve refinery . ! q 
balance by using more » 4 u 
cat-:cracked fuelstocks; )) "|. 3. 
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TO THE TOP 
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mA STRANAHAM, Peemonn” eranrcon 
£.0 STRANANAN Taenouse® 


CHAMPION SPARK PLUG COMPANY 
retin emenane ease. rmance cmanen. Gn ee 
TOLEDO }. Our0.U.S.A- 
September 1, 1953+ 

Dear Champion Dealer: 

As a dealer. you know that Champion is the world's best spark plug -~ 
to use and to sell. Champion's superiority is based on many exclusive 
features which are sales clinchers with your customerse 


Let's take Champion's Sillment Seal, for instance? 





Ordinary spark plugs use metal gaskets to stop leakage between 
insulator and shell. But metal gets tired - fatigued - and in time, these 
gaskets no longer expand and contract with pressure changes and the plug 
leaks gas that should be producing power in the combustion chamber 

To beat this problem Champion developed the Sillment Seal, @ special 
powder tamped under high pressure between the {insulator and shell and the 
insulator and the center electrode. This eliminates leakage throughout the 
service life of the plug and your customers are sure of continued operation 
within the plugs’ proper heat range without overheating or power loss. 

From time to time we'll remind you of other exclusive Champion features 
thet will make your customers realize why Champion is the world's largest 
selling spark plug- 

Sincerely yours, 
x 
P.S. Just received anowner batch of newspaper surveys of motorists' spark 
plug preferences + In seven major cities 53-3 percent said they prefer Champions § 


Plug X averaged 17-1 percent and Plug Y, 16-7 percent . “Don't Knows" in the 


seven surveys were 8.3 percent - let's straighten them out} & 
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ONLY CHAMPION PROTECTS AGAINST 
POWER LEAKAGE wit SILLMENT SEAL 





PRESSURE LEAKAGE IN AN ORDINARY PLUG CHAMPION SILLMENT SEAL 


CAUSES OVERHEATING AND POWER LOSS | posiTivELY STOPS GAS AND COMPRESSION 


RESULT: LOSS. HELPS YOUR CUSTOMER GET ALL THE 
A DISSATISFIED CUSTOMER —SOLUTION— POWER AND PERFORMANCE 


TELL HIM ABOUT CHAMPIONS HE PAYS FOR! 
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it’s YOUR 
profit-move 


True, selling jacks isn’t as simple as playing checkers. 
However, you still have to keep one jump ahead of 
the other fellow. 


Selecting the right jack to fit your servicing needs also 
is a move that requires more thought than deciding 
which men to maneuver on the checkerboard! 


Here’s why we say, “whether you sell jacks or use 
them, make YOUR Profit-Move with AUSCO”: 


COMPETITIVELY PRICED—investigate ig low prices 
that keep you a jump ahead of competition. 

HIGHEST QUALITY—every AUSCO Jack is made 100% 
by AUSCO ...from castings to finely-machined hydraulic 
pistons...in the world’s most modern jack plants... backed 
by multi-million jack-building experience for America’s 
foremost car and truck factories. 

COMPLETE LINE—hydraulic or mechanical, re-sale or 
service use, % to 20-ton capacities...and a full line of 
hydraulics with extra-high lifting range. 


UNCONDITIONAL PRODUCT WARRANTY -—this applies 
to every jack that comes off an Ausco assembly line. 





Look over the formidable array of Ausco Jacks shown 
here, then make your Profit-Move with Ausco... start 
by sending for your free copy of Ausco’s 1953 Jack 
Catalog, No. 153A, which contains many other models 
not pictured here. 
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U.S.Patent Nos. 2,620,295; 2,680,296 and 2,637,523 B-302 


AUTO SPECIALTIES MFG. CO., Dept. NP-9, St. Joseph, Mich. Other Plants: Benton Harbor and Hartford, Mich., Windsor, Ont., Canade 
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CROWN’S lithographed: bite 


KEEP YOUR PRODUCT IN THE PUBLIC EYE 
LIKE A SIGN ON “MAIN STREET" 


‘sa : a. F 1. rt . \. ; - \ 
Be eae 


SOS ok 











Take Your Choice of 
Crown 5-Gallon 
Steel Shipping Containers 


Your product in Crown’s Steel Shipping Con- 

tainers not only reaches your customers safely 

and in top condition, but it makes itself known 

throughout its travels all along the way . . . as Open bidéa haat tite 
well as at the point of sale. That's because of the PAILS DRUMS 
outstanding job Crown does on lithography. en baz — Si a 
Your label design is attractively reproduced in 
the magic of full color. We'll be glad to show 


you the widely acclaimed samples of our work. O) 
When can we get together? R W \ 


PHILADELPHIA 
Division of 


CROWN CORK & SEAL COMPANY 


Dae y Cmmiai Largall Che Manufiéiiimt Philadelphia, Chicago, Orlando, New York, Baltimore, Boston, St. Louis 
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HANNAY HOSE REELS” 


“save work and time’, 
say the men who use them 


Satisfied users take time out to 
write us about how well Hannay 
Hose Reels serve them. Regardless 
of anything we may say about our 
product, this, after all, is the final, 
positive proof of performance. 


Te 





Mr. T. J. Etheredge, Jr., Distributor of Gulf 
Oil Products in the city of North, South 
Carolina, writes, “We believe that the 
money invested in the Hannay Hose Reels 
has paid more dividends than any piece 
of equipment that we have ever purchased 
...actually save the equivalent of one-half 
the work and time of delivering fuel oil.” 


wANNay 
HOSE REELS 


*U, S. Pat. No. 2,490,353 CLIFFORD B. HANNAY & SON, In 


Patented 1950 in Canada VEStERLO NEW yoR™ 


©1953 C.B.H. & S. Inc. 


MANUFACTURERS OF MANUAL AND POWER OPERATED HOSE REELS FOR EVERY PURPOSE 
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NEW STATIONS of Phillips Petroleum 
in Tampa, Fla. (above) and Carter Oil 
Co. in Billings, Mont. (right). Such 
modern outlets of oil companies across 
the country will be more valuable than 
ever as sales weapons, now that the.. . 


September 2, 1953 


Industry Is Warming Up for Gasoline Fight 


The nation’s retail gasoline mar- 
kets are headed for the hottest com- 
petition in years. 

With gasoline supplies nearing the 
surplus stage in some areas, and oil 
companies increasing their station 
building programs, marketers are 
sharpening their price pencils. The 
gasoline increases that followed the 
June crude price boosts may be in 
for a tumble. 

Intensifying the battle for markets 
from coast to coast is the fact that 
primary stocks of gasoline in late 
August totaled more than 142 million 
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bbl.—about 26 million bbl. greater 
than at the same time last year. That 
makes gasoline freely available in 
most areas of the country—including 
much of the West Coast, now re- 
covered from its gasoline tightness 
of a year ago. And with the pres- 
sure on to find product outlets, oil 
marketers are reaching out for new 
customers. 

Push Is On—This week Phillips 
Petroleum Co. showed how the wind 
is blowing by confirming the fact it 
has under way a large-scale entry 
into Southeast station markets. Phil- 


lips entered Florida in a big way 
Aug. 15 by opening 55 stations in 
the Tampa area. The company la- 
beled the move as only the beginning 
in Florida, Georgia and Alabama. 

And out in the Rocky Mountain 
area, Carter Oil Co. has announced 
it will be supplying 22 new stations 
in the Spokane, Wash., area with 
pipe line gasoline by the summer of 
1954. 

But these two programs are only 
a small part of the station expansion 
1953 will bring. Preliminary results 
of an NPN survey of 19 big oil com- 
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FINISHING TOUCHES being put on Phillips Petroleum’s new marine terminal on Tampa Bay, Fla. 


panies show they plan to build 33% 
more new stations this year than in 
1952. This is in addition to exten- 
sive remodeling of stations by most 
of the companies. 

For example one major is modern- 
izing 90 old stations this year. (A 
detailed report on the NPN survey 
will appear in a later issue.) 


Weak Prices—aAlready this com- 
bination of station expansion and 
easy gasoline supply is taking its toll 
of the recent gasoline price increases. 

This is particularly true in the 
East, where some old and some new 


retail price fights have been raging. 
The long-disturbed Providence, R. L., 
and Hartford, Conn., areas still have 


cut prices. Other Bast Coast cities 
with gasoline price trouble have been 
Wilkes-Barre, Altoona, Reading, and 
York, Pa.; Springfield, Mass.; and 
Concord, N.H. 

In the Midwest, price shading at 
wholesale has also weakened gaso- 


line prices. Retail postings -have - 


been down in Mansfield, Ohio. And 
Dearborn, Mich., has had a gasoline 
battle, following the opening of a 
low-price multi-pump by Giant Ser- 
vice Stations, Inc. (For price fight 
details, see Markets Section, p. 52.) 


Phillips Starts. Fast—The most 
spectacular evidence of hotter com- 
petition in recent weeks was Phillips 
Petroleum’s mass opening of 55 sta- 
tions in the Tampa, Fla., area: | 

It was the opening gun in a com- 
pany campaign to blanket Florida 
and later expand into Georgia, Ala- 
bama, and the “entire Southeast.” 
Jobbers are playing a key role in 
Phillips’ plans, since all distribution 
will be ‘through them. 

Phillips has made Tanypa the head- 
quarters for its new 15th marketing 
division. The company has built a 
marine terminal there to take prod- 
ucts by tanker from Phillips’ refin- 
ery at Sweeny, Texas. 
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is air-conditioned 


Ten of the stations opened in 
Tampa were newly built by the com- 
pany. The others were recently ac- 
quired existing stations, repainted 
and outfitted with new equipment. 

Commented Phillips Sales Vice 
President A. M. Hughes: “We are bas- 
ing this expansion on the belief that 
the oil industry has returned to ‘nor- 
malcy’ in a big way. People are be- 
coming more interested in bargaining 
for the best possible care and service 
for their automobiles, and they will 
drive from station to station until 
they get what they want.” Mr. 
Hughes noted his company believes 
in “concentration on one area until 
it produces a profit before moving 
on to the next.” 

Phillips is entering a Florida mar- 
ket already served by stations of 
Pure, Standard of Kentucky, Amer- 
ican Oil, Atlantic, Cities Service, 
Gulf, Shell, Sinclair, Sun, Texaco, 
and many smaller marketers. 


West Coast 


Three developments have sharpened 
the outlook for the roughest compe- 
tition at West Coast service stations 
since early 1951, when the Korean 
price’ “freeze” ended a months-old 
price war: 


1. Supplies have been loosen- 
ing up. Gasoline stocks are at 
their highest level since before 
the Korean war broke out in 
June, 1950. 

2. The busy tourist season is 
waning, and the period of lower 
gasoline consumption is setting 
in. 

3. All seven West Coast ma- 
jors now claim to have higher- 
grade premium gasoline for cus- 
tomers. First on the market 
with an upgraded premium fuel 
was Shell. Trade reports claim 
Shell has taken a sizable chunk. 


EXPANSION of Phillips Petroleum in 

Southeast will fan out like this from 

Tampa terminal. Figures show 1952 to- 

tal gasoline gallonage for three states— 

indicating size of the market Phillips 
seeks to share 


of business away from com. 
petitors. The others are said to 
be fighting back and hope to re- 
gain lost gallonage with their 
own “improved” products. Mini- 
mum octane rating of premium 
is said to be 91.5 (Research 
method)—highest minimum on 
record. 


Price Fight Ahead? — Meanwhile, 
Los Angeles Basin is buzzing with 
speculation among Independent sta- 
tion chains and cut-rate dealers over 
reports that gasoline is becoming 
plentiful. Even when supplies are 
tight, price skirmishes pop out in 
the Los Angeles area. Retailers and 
suppliers are watching each other 
anxiously to see whether any nerv- 


NATIONAL PETROLEUM NEWS 














THE WEEK’S O!tL NEWS 





ous suppliers or gallonage-happy op- 
erators pull the plug. 

As a sign of loosening supplies, a 
few private-brand multi-pump oper- 
ators say they have received offers 
of “backdoor” gasoline, allegedly 
originating at major oil company re- 
fineries. This gasoline, reportedly 
carrying “distress” prices (lower 
than prevailing rack prices at In- 
dependent refineries) is said to be 
confined to regular-grade. 

Therefore, the speculation is that 
if a price break comes, it will affect 
only regular gasoline. Attempts will 
be made to preserve the price struc- 
ture of premium gasoline, which is 
now priced a little higher since it has 
been upgraded. 

Historically, cut-rate operators 
have made bigger inroads on major- 
brand regular gasoline than on pre- 
mium fuels. 

More evidence of sharpening com- 
petition is the ever-increasing multi- 
tude of premiums offered at retail 
stations. There’s nothing new about 
premiums in the West, especially in 
California. But almost every private- 
brand station ballyhoos some offer— 
from cumulative allowances on pur- 
chases, to chances on automobiles 
and appliances. Long-popular mer- 
ehandise stamps are given at scores 
of major-brand stations. In some 
areas, particularly Oregon, the 
stamps are so much in demand that 
stations advertise them in neon 
signs. 


Retail Expansion—<At least three 
east.of-the-Rockies suppliers are 
scratching at the outskirts of the 
lucrative West Coast market. 


Carter Oil Co. (Jersey Standard 
subsidiary) and Utah Oil Refining 
Co. (Indiana Standard subsidiary) 
have reported definite plans for in- 
vading eastern Washington, the area 
east of the Cascade Mountains known 
as the “Inland Empire.” Utah Oil 
Refining said it expects eventually 
to have a network of stations. Car- 
ter said its program calls for 22 sta- 
tions—11 of them in Spokane. 

Phillips has had a refinery in Spo- 
kane for years. However, it has in- 
tensified its efforts to extend dis- 
tribution in the Inland Empire. 


Rumors keep recurring that some 
other major company will try to en- 
ter the West Coast. Usually they 
are attached to reports concerning 
the disposal of the Wilshire Oil Co. 
refinery in Norwalk, Calif., now up 
for sale. However, entering the West 
Coast in large-scale competition with 
the existing majors and minors 
would be a multi-million-dollar ven- 
ture, requiring considerable confi- 
dence, gambling spirit, and loyal 
stockholders. 


Carter Push — C. D. Hill, sales 
manager of Carter, said he expects 
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the first stations will be opened in 
eastern Washington around Jan. 1. 
Others will follow through the sum- 
mer of 1954. He said that distribu. 
tion will be handled through salaried 
distributors, jobbers and consignees, 
as in the company’s other market- 
ing areas. Carter is building an 11,- 
800,000 gal. pipe line terminal in 
Spokane. 

Supply to the terminal will be 
through Yellowstone Pipe Line Co.'s 
products line from the Billings, 
Mont., Carter refinery, Carter has 
a 40% interest in the pipe line. Other 


owners are Continental Oil Co., 
Union Oil Co. of California, and H. 
Earl Clack, Spokane Independent 
marketer. 

With some 700 retail outlets, Car- 
ter markets in the Pacific Northwest 
and also in southern Idaho, Wyom- 
ing, Montana, Colorado, Nebraska 
and the two Dakotas. The company’s 
motor oils are also sold in Kansas, 
Oklahoma, Iowa and Missouri. Gaso- 
line brand names are Carter regular 
and Carter “Extra.” Motor oil brand 
names are Carter, Carter “Extra” 
and “Uniflo.” 


Excess Capacity Problem Unsolved 


After several weeks of wrestling 
with the question of excess oil re- 
fining capacity and supply, the prob- 
lem remains unresolved. 


The Office of Defense Mobilization 
admits the problem exists, but offers 
no solution. And, last week, Deputy 
PAD Joseph LaFortune met with 
Elmer Batzell, counsel for the Inde- 
pendent Refiners Assn. of America, 
in Washington to discuss the prob- 
lem. But neither revealed any plans 
for action aimed at helping independ- 
ents facing oversupply. 

IRAA President M. H. Robineau 
said, before the Washington confer- 
ence, that recourse may be made to 
the provisions of the Defense Pro- 
duction Act to “assure cutbacks 
which are required now if the ob- 
jective of the government in preserv- 
ing adequate reserve capacity is to 
be achieved.” 

A government official, however, 
expressed doubt that the government 
could do anything to cut back pro- 
duction of private plants. He said, 
there was a possibility the govern- 
ment might have the authority to 
subsidize in some fashion the en- 
dangered segment of the industry. 
Or, the government might in some 
instances build a reserve capacity 
itself in order to have it available 
when needed without harming peace- 
time operations of private enterprise. 

Indications are that Mr. Batzell 
feels he has developed a new inter- 
pretation of defense laws which 
would permit the government to take 
action to ease the “squeeze” on in- 
dependent refiners. 


Traditional Situation—Mr. La For- 
tune feels the PAD’s principal pur- 
pose is to encourage oil industry 
expansion to meet established de- 
fense goals rather than to concern 
itself with current supply-demand 
problems not affecting the military. 
“Peaks and valleys” are traditional 
in the oil industry. supply-demand 
situation, he said, and he is reluctant 


to see PAD attempt to control such 
factors. 

He said the present “excess” ca- 
pacity is no greater than it has been 
in some previous years. 

Meanwhile, the National Petroleum 
Assn. of America believes the prob- 
lem of excess capacity should be 
studied by Attorney General Herbert 
Brownell’s Antitrust Law Study 
Committee (see p. 36). 

NPA Counsel Donald C. O’Hara 
said in a letter to the membership: 

“There is one problem which the 
(Brownell) committee can face which 
is of great immediate interest to the 
petroleum industry. ... That is the 
question of how we are going to 
maintain, in normal times, the ex- 
cess capacity that we will need for 
periods of emergency. 

“Private owners cannot afford to 
hold such capacity in stand-by con- 
dition for use in some unforeseen 
emergency. 

“This is a problem for all refiners 
—large and small—but the effects 
will be felt most severely by the 
smaller refiners because continued 
operation will result in the elimina- 
tion of many of them. This will be 
a blow to competition.” 


‘Squeeze-Out’ Hearing 
Slated on West Coast 


Congressional hearings are finally 
coming up on charges that major 
suppliers on the West Coast have been 
putting a supply “squeeze” on In- 
dependent marketers. 

It is expected that the hearings will 
be conducted by the Senate Small 
Business Committee during the first 
10 days of October. 

Some of the complaints that will 
receive attention are about two years 
old. Two field investigations have 
been conducted, ye_ no previous hear- 
ings have been scheduled. 

Committee Chairman Thye (R., 
Minn.) will preside at the hearings. 
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Oil Men Urge Private Atom Development 


A Phillips Petroleum Co. official 
has told the Joint Congressional Com- 
mittee on Atomic Energy he believes 
atomic power can replace coal and 
oil, and urged the government to build 
two or three experimental power 
plants. 

R. L. Doan, manager of Phillips’ 
atomic energy division, and E. V. 
Murphree, president, Standard Oil De- 
velopment Co., also strongly backed 
private industry participation in such 
developments. They submitted their 
views in statements which were in- 
corporated in the committee’s hear- 
ings. 

The committee reportedly is work- 
ing on a new bill to amend the present 
Atomic Energy Act and facilitate 
private industry participation. Chair- 
man Cole (R., N. Y.) probably will 
introduce it when Congress meets 
next January. 

But Mr. Doan feels no changes have 
been suggested so far, or are likely 
to be suggested, to alter the fact that 
the government is in sole control of 
the raw materials and the only cus- 
tomer for fissionable materials which 
would be produced as by-products. 

“The obvious answer is for private 
industry to participate on a fee or 
plant-lease basis,” he said. “The fee 
or terms could be established to pro- 
vide a premium for top quality per- 
formance, thereby bringing incentive 


into play to cut down costs.” 
Urges Plant Development—He feels 
the government should develop and 
construct “two or three distinctly 
different varieties of dual purpose 
nuclear power plants” to get “es- 


sential engineering, operating and 
economic data that can only come 
from actual experience.” 


The plants should be of 25,000 
kilowatts or more and located where 
the power can be utilized, he said. 
But he believes the problem of pri- 
vate industry participation will be 
argued for another 10 years. 

Mr. Murphree does not favor “at 
this time” the discontinuance of 
AEC’s work in the field. He feels it 
wouldn’t be economically feasible for 
AEC to own or operate large atomic 
power plants, except for its own 
power needs. 


Asks Right to Lease—He thinks it 
is “essential” that AEC have the 
right to lease and sell fissionable ma- 
terial and source materials to private 
companies. But he believes private 
industry might not be as enthusiastic 
about participating if it felt that AEC 
might pass on to other licensees con- 
fidential information about their ac- 
tivities in developing atomic power. 

“I can see no real reason why 
patents should not be allowed on in- 
ventions that are solely directed to 
the production of fissionable materials 


or the use of such materials,” he 
added. 

He hit the present act’s provisions 
requiring compulsory licensing of 
many patents utilizing fissionable ma- 
terials, at a royalty to be determined 
by AEC and the courts. It grants 
AEC the power to take, requisition or 
condemn patents. 

Those restrictions will hamper 
private entrance into the field, he 
predicted. But he discounted argu- 
ments that modifications of those 
provisions would give “undue advan- 
tage” to companies which have 
worked with AEC on its program. 


Oil Has Friends and Foes 
On Antitrust Study Group 


No alternatives to the present 
antitrust policy are expected from 
Attorney General Herbert Brownell’s 
newly-appointed Committee to Study 
Antitrust Laws. 

In a joint statement, Co-Chairmen 
Stanley N. Barnes and S_ Chester- 
field Oppenheim said that the study 
was designed to find out, “. . . what 
to do about what is already known 
about antitrust rather than to act 
as if it were starting from scratch 
to discover what antitrust is ail 
about.” 


Included among the 58 members 
of the group are both friends and 
foes of the oil industry, qualified ob- 
servers say. And while the actions 
of these members cannot be forecast, 
a@ line-up of some of the pro- and 
anti-oil industry committeemen is 
something like this: 

Hammond E. Chaffetz—tTried the 
Madison oil case for the government 
and now represents Standard Oil Co. 
(Indiana). 

Cyrus Austin— Represents retail 
gasoline dealers’ group. Formerly at 
the Federal Trade Commission where 
he started prosecution of Indiana 
Standard in “Detroit case.” 

David T. Searles—Member of a 
Houston law firm which has repre- 
sented many oil companies. Mr. 
Searles handled Pure Oil Co. legal 
work in the Madison case, represent- 
ed Aramco for a time in “cartel” 
case and has represented Texas East- 
ern Gas Co. and United Gas Pipe 
Line Co. 

William Simon—Represented the 
Empire State Petroleum Assn. when 
it intervened on Indiana Standard 
side in the “Detroit case.” Ex-PAD 
counsel, 

Eugene V. Rostow—yYale professor 
who wrote a book on proposed di- 
vorcement in the oil industry. 


George W. Stocking—Vanderbilt 


professor who is considered “anti” 
business and particularly “anti” oil. 
Formerly with Justice Department 
and said to have similar views to 
Rep. Wright Patman (D., Tex.), who 
supported the “liberal” element at 
the Federal Trade Commission. 

Breck P. McAllister—New York 
attorney. Leading writer on anti- 
trust matters, particularly on proce- 
dure. Represented Socony-Vacuum 
in “cartel” case. 

Kenneth Kimble — Washington, D. 
C., attorney. Formerly in Justice 
Department Antitrust Division. Now 
represents National Assn. of Inde- 
pendent Tire Dealers. Considered 
able, conservative. 

Francis R. Kirkham—San Fran- 
cisco lawyer. His firm represents 
Standard Oil Co. of California. 

Clare E. Griffin—University of 
Michigan economist who wrote 4 
book on competitive practices, warn- 
ing of many ways businessmen could 
violate antitrust laws. Considered 
“middle roader.” 

John W. Davis—Democrat can- 
didate opposing President Coolidge. 
Former solicitor general of U. S. and 
former president of American Bar 
Assn. Represented Standard Oil Co. 
(New Jersey) in “cartel” case. 

Bruce Bromley—Represents Shell 
Oil Co. Considered a friend of 
Thomas E. Dewey. 

Walter Adams—Michigan State 
College economics professor. Termed 
“anti-big business” by critics. 
Worked for Rep. Patman and for the 
Senate Small Business Committee at 
the time of FTC “cartel” report. 

Wendell Berge—Head of the Anti- 
trust Division under former Presi- 
dent Franklin D. Roosevelt. Fre- 
quently a representative in triple- 
damage suits against big companies. 

H. Thomas Austern—Washington, 
D. C., lawyer. Considered “outstand- 
ing” Robinson-Patman Act attorney. 
Represents Standard Oil Co. (New 
Jersey). 

Blackwell Smith—-New York anti- 
trust lawyer who spoke at spring 
meeting of National Petroleum Assn., 
where he said he thought the oil in- 
dustry should be permitted to hold 
back excess refining capacity to 
avoid disrupting the industry. For- 
merly with NRA and WPB. 


Death 


George Ernest Kennedy, 69, retired 
Standard Oil Co. of California exec- 
utive, died in San Leandro, Calif., 
Aug. 24. 

Mr. Kennedy retired in January, 
1941. He was executive vice pres- 
ident of Standard Stations, Inc.; exec- 
utive vice president of Standard Oil 
Co. of British Columbia; and vice 
president of Standard Oil Co. of 
Texas. All are subsidiaries of Cali- 
fornia Standard. 
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Solution That Won't Upset Markets 
Sought for Tangled Iranian Oil Woes 


Negotiations that will reopen the 
Abadan refinery in Iran may not be 
too far away. Iran’s new prime 
minister, Fazollah Zahedi, has an- 
nounced that he will hold oil talks 
with the British in the latter part 
of September. 


Britain is known to have recognized 
the nationalization of the Iranian oil 
industry. And it can be expected 
that the new Iranian government will 
take a less uncompromising attitude 
than Mossadegh in negotiating the 
management of oil operations in Iran. 


The new prime minister has indi- 
cated that his government will not 
renew ex-Premier Mossadegh’s law 
offering oi] at half world market 
price. The law is about to expire. 


But Iran, with its 14 million bbl. 
of refined products in storage and its 
potential refining capacity of roughly 
500,000 b/d is seen by some observers 
as probably the biggest “unknown” 
factor in the world oil situation to- 
day. 

Until such time as it is known what 
disposition will be made, first of 


Iran’s stored products, and secondly 
its refining capacity, these observers 
say there is little likelihood of the 
Middle East and Europe experiencing 


other than the spasmodic surpluses 
which have confronted the U.S. mar- 
kets at various times in the past. 


Approximately 45%, or roughly 
6,000,000 bbl., of the refined products 
storage in Iran today is residual fuel. 
This oil could be made available to 
the market “for the turning of a 
valve tomorrow,” as one oil man 
puts it. But even then, with close 
to 100,000 b/d of residual fuel from 
European refineries still moving back 
through the Suez Canal to the Far 
East, because of over-all supply defi- 
ciency from refineries in the Persian 
Gulf, little chance is seen of this being 
more than a “temporary disturbing 
factor.” 

Residual fuel, some oil men here 
say, is the “key” to future of prod- 
ucts prices in Middle East and Eu- 
rope, and, they add, there will be no 
genera] break in Eastern Hemisphere 
residual prices independently of the 
US. market until such time as the 
heavy fuel supply situation in Europe 
might become excessive. 

Price Trend?—There’s conflict of 
opinion among observers in New 
York as to when the Middle East and 
Europe will break away from “tra- 
ditional” pricing of products (U. S. 
Gulf as base), with some saying the 
trend is already apparent in is-"-* d 
transactions already negotiated, ile 
others believe that any large scale 
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trend in the direction of “independ- 
ent” pricing is a year to 18 months 
off, or at least until] such time as 
Abadan refinery goes back on stream. 
Iran’s stored residual could be 
sopped up by the Far East market 
in matter of 60 days, it is pointed 
out, and not until Abadan is operat- 
ing again will European refineries be 
relieved of supplying the Far Hast. 


There has been too much of a 
“journalistic approach” to oil pric- 
ing in foreign countries, and one 
that tends to put marketing abroad 
on a cut and dried basis, New York 
oil men are saying. This in refuta- 
tion of recent press reports from Lon- 
don that economists are “agreed” 
that Britain and Western Europe are 
“paying far too much for refined 
products” and basing their prices on 
obsolete yardsticks. 


Not Leading—Contention recently 
in some segments of the press that 
“low of U. 8S. Gulf, plus ocean trans- 
portation” (any given foreign point) 
is the basis for all foreign oil pricing 
is incorrect, oil men say. These sources 
add that, for example, at this moment 
there is no telling what the newly- 
opened Japanese and Formosan re- 
finery markets will look like, price- 
wise, and there is strong likelihood 
that they will bear little relationship 
with the U. 8. Gulf. 


In Europe, there are increasing 
signs that refiners are considering 
each sale as a “local” one, a trans- 
action that must “stand on its own 
feet” and one that must answer the 
question of “what the market will 
bear.” There is still a considerable 
amount of so-called “formula pric- 
ing,” but, without a detailed know- 
ledge of local marketing conditions, 
currency restrictions, and taxes, it 
is unlixely that the price for oil in 
Cairo, or Trieste, or at any given 
point, could be “determined” by the 
“formula” of U. 8. Gulf price, plus 
transportation. 


* In fact, one major marketer au- 
thorized his foreign affiliate recently 
to “cut” the price (below the U. S&S. 
Gulf) on a spot quantity of bunker 
“C” fuel in order to get into the New 
York Harbor truck-transport market 
via a USMC minus 70% rate of 
freight from Italy. 


On the other hand, a refining com- 
pany in middle Europe may actually 
obtain a price well in excess of what 
the “formula” might be—Gulf plus 
the Curacao to Malta freight rate— 
but this, in a recent sale, was almost 
wholly dependent on fact that a 
Norwegian customer was lacking dol- 


lars and therefore willing to pay a 
“premium” to find a seller for the 
“soft” currency he could pay. 

Another Reason — Other trade de- 
velopments in Europe tending to re- 
fute the hard-and-fast pricing con- 
cept are that foreign refiners have 
widely separated gradations of cus- 
tomers. It is pointed out that foreign 
customers in one area may be pay- 
ing substantially higher, or lower, 
than customers accepting the same 
product in another area because of 
loca] taxes, currencies, import duties, 
and the like. 


In disclosing to NPN that his spot 
cargo prices for refined products in 
Persian Gulf are identical with prices 
generally quoted in U. 8S. Gulf, one 
refiner said that it would appear 
“on the surface” that his company’s 
pricing was on a “formula” basis. On 
other hand, he pointed out that prices 
in Italy in the past year have fallen 
away from the “Gulf plus” formula. 
Some oil prices are equal, or even 
less, than prices quoted at the Gulf 
and in the Caribbean. 

Other transactions appear to re- 
fute the contention that foreign prices 
are “cut-and-dried,” it was pointed 
out. Nearly a million bbl. of bunk- 
er “C” fuel was sold to Greece from 
Italy early this year at an FOB price 
in Italy which was only 18c per bbl. 
above New York Harbor price. 

At least four cargoes of French 
fuel oil have been sold to Hast Coast 
of the U. S., all at prices well be- 
low the Gulf-plus-transportation. 

Supply Problem—Earlier this year, 
NPN’s Editor, Warren C. Platt, told 
how the world faces an oversupply 
of refined products due to the big 
development of production in many 
countries and especially to overbuild- 
ing of refineries in Europe. Editor 
Platt recently spent two months in 
Europe talking to many oil men. 

Last week a London staff writer 
for the New York Times cabled an 
article on the great fear of British 
oil men that present world oil prices 
and price structure is about to be 
abandoned. Emphasized in the arti- 
cle is the fact that Europeans think 
present prices there are too high as 
figured on the U. S. Gulf basis plus 
freight, and it quotes unnamed oil 
men as saying that the industry must 
get its prices down. But there is “re- 
luctance amounting almost to dread 

. . to change the pattern for fear 
of repercussions . . . that they could 
not control,” the article states. 

Be “Realistic” on Iran Oil—Iran 
will have to be “realistic” about oil 
pricing and must recognize that its 
petroleum will have to come back 
on the market under conditions which 
do not unstabilize world supply condi- 
tions, Samuel Nakasian, Washington 
attorney and former Economic Co-op- 
eration Administration oil chief, 
warns. 
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Fuel oil marketers everywhere are 
using Marlow Self-Priming 
Centrifugal Pumps to speed 
service and cut operating 
and maintenance costs. 
Marlows on loading 

rack service fill more 

trucks per day. 

Marlows on tank 

trucks and semi- 

trailers make more 

stops per day. 

Modern Marlows 

are compact and 

easy to install. 

They prime 

automatically and 

operate smoothly 

and quietly. 

The principal 

moving part is an 

impeller turning in 

to wear. Pumping action 
continues almost indefinitely 
at high capacities and high 
efficiencies. 


For complete information, see your Marlow dealer 
or write for bulletin PM 50. 
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Order Setting Lead Content 
In Avgas Due to Die Oct. 1 


The present supply of aviation gas- 
oline is large enough to make pos- 
sible the rescinding of Order No. 4 
on October 1, say officials of the 
Petroleum Administration for De- 
fense. 


This order was intended to restrict 
the use of alkylates to the production 
of military aviation gas. 

The order requires the use of at 
least 4 cc of tetraethyl lead in each 
gallon of the higher grades of com- 
mercial aviation gasoline for domestic 
use; 4.6 cc in each gallon for ex- 
port. 

In announcing the decision PAD 
emphasized that this step did not 
mean that aviation gasoline is in 
abundant supply, but only that it is 
adequate for current needs. Further 
expansion of alkylation facilities is 
still needed, said Joseph A. LaFor- 
tune, Deputy Administrator of PAD. 

He also emphasized that the co- 
operation of refiners and commercial 
airlines is needed in making the 
abolition of Order 4 a success. PAD 
has assumed that removal of Order 
4 would simply permit a return to the 
tetraethyl lead levels in effect be- 
fore the order was imposed. If any 
attempt is made to use even less TEL, 
Mr. LaFortune said, some new regu- 
lation will have to be put into effect. 


Another regulation, Order No. 3, 
forbidding the use of alkylate in auto- 
motive gasoline and permitting PAD 
to control the use of aviation gaso- 
line components, will remain in ef- 
fect. 


Oppose City Ordinances 
On Flammable Fuels 


An all-out campaign to oppose mu- 
nicipal ordinances restricting delivery 
and storage of flammable fuels will 
be undertaken by the Petroleum In- 
dustries Committee in the state of 
Washington. Many of these ordi- 
nances are already in effect and more 
are proposed. The committee con- 
tends they are contrary to nationally 
recognized safety standards. 


The campaign to oppose these or- 
dinances calls for organization of re- 
gional committees, drawn from com- 
pany personnel, to disseminate factual 
information on the subject. 


A similar program, already adopted 
by the Oregon PIC, will be co-ordi- 
nated with the Washington campaign 
by Lewis F. Shaw or the Western 
Oil & Gas Assn. 


Tank Rules Held Up 


The Interstate Commerce Commis- 
sion has temporarily called off its 
new specifications for tank trucks 
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hauling corrosives. Oil truckmen 
had objected to ICC proposals for 
tank linings. 

They contended that sprayed lin. 
ings should not be required to be as 
thick as other linings. So IGC de. 
layed the effective date of the speci- 
fications until oil industry groups 
could make suggestions. 

These proposals will probably be 
completed. Sept. 2, at a meeting of 
officials from ICC, National Tank 
Truck Carriers, Manufacturing 
Chemists Assn., American Petroleum 
Institute, and National Truck Tank 
and Trailer Tank Institute. 

Specifications are now expected to 
become effective in October. 


Gasoline Price Too Low, 
Hadley Tells Probers 


State legislators investigating gas- 
oline price increases in Michigan 
heard Joseph Hadley, secretary of 
the Michigan Petroleum Assn. de- 
clare that the price of gasoline is 
“not high enough.” 

Mr. Hadley told the committee 
that from the jobbers’ standpoint, 
“and from present margins, the price 
of gasoline is not high enough be- 
cause we are having great difficulty 
in maintaining our very existence.” 

He also told the probers that he 
felt gasoline prices in Michigan were 
generally at a lower index than other 
commodities and that the price is 
not generally higher than in other 
states. 

He stated that if price favoritism 
given “certain commercial users” 
was eliminated, it might be of bene- 
fit to the motorist. 

Mr. Hadley explained the tank 
wagon and tank car pricing system 
to the committee and told how the 
jobber fits into oil marketing. 

Because jobbers operate on a unit 
margin, he testified, they are “caught 
in the squeeze” by the increase in 
tank wagon ovrices without a com- 
parable hike in jobber margins. 

Mr. Hadley said he felt it would 
be difficult to determine whether 
gasoline prices are too high or too 
low without first linking them to 
increases in other commodities. 


Others Testify — In other testi- 
mony, M. A. Greenspon, manager of 
the private-brand Giant service sta- 
tion in Dearborn, told the commit- 
tee he had to raise his retail price 
lc because of “pressure from all 
sides.” 

He said his source of supply in 
Detroit was closed to him and he 
was forced to truck gasoline from 
Findlay, Ohio. 

John Nerlinger, executive secretary 
of the Michigan retailers association, 
revealed that the constitutionality of 
the recently imposed ordinance limit- 
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In winter snow or summer heat, 
trouble-free Marlow Self-Priming 
Centrifugal Pumps stay on 

the job to speed delivery 

of petroleum products. 

Majors and independ- 

ents alike are buying 

more Marlows for 
high-capacity, 

low-cost pumping. 

Marlows prime and 

purge themselves 
automatically, 

even on suction lifts, 

because of their 

patented “diffuser” 
construction. A 

mechanical shaft seal 

assures safe handling 

of hazardous liquids. 


Marlow Self-Priming Centrif- 
ugal Pumps are available in a 
complete range of sizes from %" 
to 10”; capacities to 300 GPM. 
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or write for bulletin PM 50. 
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ing seryiee station hours in Dearborn 
will be tested. in‘ court. 

Another witness, Lawrence V. 
Messersmith, a certified public ac- 
countant, told how the retailers as- 
sociation conducted a survey earlier 
this year that established the neces- 
sity of a 5.7c per gal. minimum mar- 
gin of gasoline. 

It was the findings of this survey 
that caused Detroit dealers to raise 
their prices 0.8c. This resulted in 
a total 1.8c boost in retail prices 
that brought on the investigation. 


Color Scheme Decreed 
On Canadian Highway 


A green and white Shell station 
will soon be built on Highway 400, a 
50-mile stretch of new, four-lane 
highway from Toronto to Barrie in 
Ontario. 

Originally the Ontario Department 
of Highways forbade service sta- 
tions entirely. Four will now be per- 
mitted but all must conform to the 
green-and-white color scheme regard- 
less of the brand identification colors 


Uv WAYNE COMPRESSORS 


For Longer, Trouble-Free Service... 
Lower Operating Costs ... Positive Air Supply 


Let the extra values in Wayne Air 
Compressors go to work for you, 
for extra service in your station. 
From first design to finished 
assembly, every Wayne Compres- 
sor is built to give you extra 
efficiency ... more value for your 
compressor dollar. 

Wayne engineering features 
are aimed at providing a better 
compressor in every way—cooler 
in operation, with lower power 
consumption, higher efficiency, 
lower maintenance costs, and 
longer trouble-free life. 

When you buy a Wayne Com- 
pressor, you buy guaranteed full- 
rated usable air output .. . all 
the air you need for your station 
equipment. And every Wayne 
Compressor is backed by a nation- 
wide service organization. Make 
your next compressor Wayne. 


SALISBURY 
MARYLAND 


used elsewhere by the marketing 
company. 

The lease to Shell covers a station 
at the King City cloverleaf, runs for 
15 years, and specifies that tow 
trucks must be available at all times 
to clear the highway of stalled cars, 
and that restaurant facilities for 20 
persons be maintained. 


Applications from other oil com- 
panies have been received for the 
three other stations. While oil com- 
panies using other colors do not like 
the compulsory green-and-white re- 
quirement, they have made no ob- 
jection. The highway department 
owns all of the property on both 
sides of the highway, and is the sole 
arbiter of its use for commercial pur- 
poses. 


Oil marketers would also prefer 
to have the stations built right on the 
highway so that motorists might en- 
ter them directly. The present’ plan 
requires the motorist to leave the 
main road and circle all or part of 
a cloverleaf to enter one of the sta- 
tions. 


News in Brief 


More Oil Burners Sold—Oil burner 
shipments in 1952 were 6.9% higher 
than in 1951 according to Census 
Bureau reports. An 8.3% increase in 
residential burner sales brought the 
record above last year even though 
commercial and industrial burner 
sales dropped. 


7 Million See OLIC Films—The OIIC 
estimates nearly 7,000,000 persons 
have seen two of its movies, ‘24 
Hours of Progress,” and “Man on the 
Land,” in the first six months of 1953. 
To date they have been booked in 
4,450 theaters and shown 26,102 times. 


Fire Closes “Cracker” — A fire 
forced the shutdown of Ashland Oil 
& Refining Co.’s catalytic cracking 
unit at its Catlettsburg, Ky., refinery. 
The blaze damaged the pip¢ line net- 
works used to transfer products. 
Ashland will lose 33,000 b/d crude oil 
capacity and 17,000 b/d gasoline 
production. No processing units suf- 
fered damage, but loss of power and 
gas supply caused the shutdown. Re- 
sumption of operations will be de- 
layed until gas relief lines and the 
flare system are restored. 


Small Firm Aid Attacked—Small 
Business Administration’s “grass 
roots” program for aiding small firms 
has been attacked by George J. Bur- 
ger, vice president, National Federa- 
tion of Independent Business. He 
thinks “too much emphasis” is being 
placed on the aid role of local gov- 
ernments, business groups and civic 
organizations. Instead he wants the 
agency to institute “a more active 
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policy ... to give the needed finan- 
cial help immediately when called 
upon by worthy, efficient and small 
business.” 


Fuel Oil Firm Sold — O-Gas-Co 
Sales Co., Schenectady, N. Y., has 
sold its retail and wholesale fuel oil 
business to E. B. Salisbury & Sons, 
Inc. An Esso Oil distributor, O-Gas- 
Co had 2,500,000-gal. storage with 
dock and railroad siding facilities, 
and served about 1,500 customers. It 
will continue to operate as a tank 
manufacturing company. Salisbury 
has sold fuel oil and coal for the 
past 30 years but previously had no 
oil storage facilities. It will handle 
Esso fuel oils exclusively. 


Gasoline Tax Up 25% —Federal tax 
collections on shipments of gasoline 
from refinery to storage during fis- 
cal 1953 (ended June 30) was $890,- 
679,000, or $177,504,000 more than in 
fiscal 1952. A big factor in the in- 
crease was the 1.5c to 2c boost in 
gasoline tax, effective Nov. 1, 1952. 
Gasoline tax collections for June, 
1953, totaled $73,670,000 compared 
with $71,743,000 last year. 


Gas Sales Gain—Operating reven- 
ues of natural gas companies in June 
increased 26.9% over June, 1952. For 
12 months ending June 30, they were 
20.9% higher than the 12 previous 
months. June gas sales were 16.7% 
above last year’s, with sales to resi- 
dential, commercial and industrial 
consumers up 8.1%, 11% and 20.4%, 
respectively. 


New Mexico Rail Rates—The In- 
terstate Commerce Commission has 
been asked to force the New Mexico 
Corporation Commission to raise in- 
trastate railroad freight rates by 9%. 
Six railroads operating in the state 
contend the state commission per- 
mitted only a 9% boost last year 
when ICC authorized 15% for inter- 
state shipments, thus creating dis- 
crimination. Increased revenues, es- 
timated by the railroads, would 
amount to $60,000 annually. 


Oli Shale Facility Bids — The 
Army’s Corps of Engineers has set 
Nov. 16 for opening bids on disposal 
of the Louisiana, Mo., oil shale dem- 
onstration plants. Advertisement of 
bids soon will appear in newspapers 
and trade journals. Preference will 
be given to sale, rather than lease, 
but if the bids show a greater profit 
from lease offers the Army will ask 
the House and Senate committees for 
a new directive. 


ICC Truck Rules—tInterstate Com- 
merce Commission regulations gov- 
erning the lease of motor vehicles 
took effect Sept. 1—except the rules 
requiring a minimum 30-day lease 
and prohibiting payment based on 
division of revenue, They take ef- 
fect March 1, 1954. New rules re- 
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quire the operating carrier to inspect 
the equipment for compliance with 
ICC safety regulations and that a 
copy of the contract must be in the 
vehicle. 


Texas Tax Discount Law-—The new 
gasoline tax discount became effec- 
tive in Texas Aug. 26, said Attorney 
General John Ben Shepperd. This 
ended previous confusion over the 
law’s effective date. The new tax 
discount will refund 0.5% of the state 
tax to all gasoline refiners, whole- 
salers and retailers. Old discount 
of 1% excluded the retailers. 


California Price Signs—California’s 
Bureau of Weights and Measures re- 
ports that a majority of station op- 
erators have “cleaned up” price signs 
held in violation of the state law 
which prohibits the mention of savings 
on price signs, and bans signs placed 
so close together that they convey a 
savings message. An estimated 95% 
of the alleged offenders have com- 
plied, said the bureau. 


Mechanized Warehouse — Standard 
Oil Co. (Ind.) will build a master 
“mechanized” warehouse to handle 
oil packaged goods on a 14-acre tract 
adjacent to its Whiting, Ind., refin- 
ery. It will aid in the distribution 
of packaged products to most of 
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Michigan, Indiana, the northern half 
of Illinois, eastern Iowa and southern 
Wisconsin. Cans, cases and drums 
will be “palletized” so a lift truck 
can pick up a complete unit and load 
it in a truck. Barrel-hauling trucks 
with roller-bearing conveyors will be 
unloaded automatically. 


“Mothball” Tanker Fleet—A “moth- 
ball” fleet of oil tankers will be 
started this year by the Military Sea 
Transportation Service. The plan is 
to withdraw two T-2 tankers from op- 
eration for each of three new “super” 
tankers the government is now con- 
structing. The first of these new 
Orion class tankers is scheduled for 
completion in October; the second in 
November. They will have 29,300- 
ton capacity and 16-knot speed. 

Another plan which would build up 
the “mothball” fleet was recently 
presented to Navy Secretary Ander- 
son for approval. Under this plan a 
government-owned tanker would be 
retired for each new privately built 
tanker meeting government specifica- 
tions. These tankers would get a 10- 
year government charter, with MSTS 
having option to renew the contract. 


Applies for Membership—The Fuel 
Oil Distributors Assn. of New Jersey 
has applied for membership in the 
Oil-Heat Institute of America, Inc. 
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BOX 3096 @ 
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More Oil Products 
For the Danes 


A 17,600,000-gal. terminal being 
built by Dansk Esso, Danish mar- 
keting and shipping subsidiary of 
Esso Standard Oil Co., on Proves- 
tenen Island, Copenhagen, will be 
one of the most modern installations 
in Europe when completed next year. 


Costing $1,700,000 and situated on 
12.5 acres, the terminal also includes 
a modern plant for producing and 
blending over 400 different qualities 
of lubricating oil and greases, plus a 
wharf to handle tankers up to 26,000 
tons. The terminal will have 45 
storage tanks, the largest holding 
2,200,000 gal» 

Annual distribution of the ter- 
minal is expected to be nearly 106,- 
000,000 gal., which can be doubled if 
needed. The facility doubles Dansk 
Esso’s capacity at Copenhagen and 
will help meet Denmark’s increasing 
oil consumption. 

Fire protection for the terminal 
consists of a centrally located sta- 
tion equipped to pump over 4,000 
gal. of water per minute or cover the 
contents of any tank with a three- 
foot layer of foam in 15 minutes. 

The terminal’s modern 24-pump 
loading rack will be able to load six 
trucks at a time with one or several 
of 18 different products. 
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terminal under 
construction (top) 
by Dansk Esso, 
marketing subsidi- 
ary in Denmark, 
will hold 17,600,- 
000 gal. of oil 
products. At right 
is model of plant 


Esso Regains Contracts 
In North Carolina 


Esso Standard Oil Co., was low 
bidder for North Carolina’s gasoline 
contract with a bid 0.75c above the 
June 1 contract. 

Esso had previously been awarded 
the state’s one-year contract in June, 
then raised its prices. North Caro- 
lina exercised an escape clause in the 
contract, however, and advertised for 
new bids on a contract to become 


effective Sept. 1. 

The North Carolina Oil Jobbers 
Assn. reported that Esso’s statewide 
bids per gallon were (with June fig- 
ures in parentheses): Tank wagon, 
21.57c (20.82c); bulk plants, 21.32c 
(20.57c); transport truck, 21.03c 
(20.28c). 

The association said that Independ- 
ent jobbers were low bidders in 68 of 
state’s 100 counties. Esso’s bid was 
figured low, however, because of an 
over-all savings. 
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Antitrust Study Group Ignores Independents 


The Independent units of the oil industry, which in 
number away overshadow the “majors,” may well look 
with doubt, wonder, and even with considerable suspi- 
cion on some of the members just named by the U. S. 
Attorney General to his special committee to study the 
antitrust laws. 

Just what kind of a deal are the Independents getting, 
to say nothing of the country at large? 


Is the Independent part of the oil industry—that has 
had probably the most to do with prosecuting, suing, 
operating under and using the antitrust laws since thore 
laws came into existence more than a half century ago 
—being deliberately ignored? If so for what reason? 


Why are the Johnnies-Come-Lately in the persons of 
professors, New Deal attorneys, and attorneys repre- 
senting gasoline and tire dealers and oil majors, so 
greatly favored and what may well be called the old-line 
Independents completely ignored? 

In the few days since the announcement of the mem- 
bership last week, NPN has tried to identify the busi- 
ness relationship of the members. 

There are at least four members from the New Deal 
Department of Justice who served at a time when it 
decidedly deserved the name of Department of Injustice, 
and one who used to be on the Federal Trade Commis- 
sion staff which never was any too fair or sound at 
any time. Certainly one is justly entitled from their 
record, to question their desirability as judges and pos- 
sible authors of laws on one of the most important is- 
sues of the day—-what constitutes lawful practice in 
business. 

Then there are 14 members of college faculties, 80 
far as is apparent at the moment, who are on this new 
committee. Some of these, at least, are undoubtedly 
able and fair men but some of them, by their own 
writings, speeches and public records, have plainly 
shown themselves to have closed minds firmly com- 
mitted to doctrines and economic ideologies that at 
least most Americans condemn. 


One naturally asks why should these last be on a 
committee to pass judgment on our laws? If they 
must be heard, why not let them appear as witnesses 
before subcommittees instead of dignifying them and 
their false doctrines by placing them on a committee 
that should be one of the highest and most honorable 
in the land? 

Breaking this committee down a bit further we find 
six members who are representing the major oil com- 
panies, and one of them was a member of the DJ dur- 
ing the New Deal and helped conduct the infamous 
Madison case. 

There also are two members of the committee who 
represent dealer organizations, tires and gasoline. 

So far as the names can at present be identified, 
there is not a single lawyer who in any way can be 
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said to represent the Independent oil men who have had 
unquestionably far more to do in working with anti- 
trust law than most any other group. This group has 
accomplished the most under the Sherman Act, such 
as the great Standard Oil dissolution case. Producer 
groups defended oil conservation laws and many other 
important activities of the oil industry. And what about 
the big marketing groups, that speak for the majority 
of important units so overwhelmingly over the country, 
and who have good attorneys active constantly for their 
own organizations ? 

When one recalls that membership on this commit- 
tee is by invitation of the government itself and that 
therefore it is government that has deliberately ignored 
these other interests, one cannot help but wonder just 
what is really going on at Washington these days. 

There was criticism of the Eisenhower movement be- 
fore election for trying to play “smart politics’ and 
the criticism has grown if anything since. There has 
been criticism of the present Department of Justice for 
trying to play “good politics” in the way it has handled 
—or mishandled—the antitrust situation since election, 
especially as regards the foreign cartel report of the 
Federal Trade Commission. 

Now why is the administration's political manager— 
if that is who it is—so selectively shouldering aside 
men and groups in the oil industry, who have written 
good records for decent and honest and conservative 
enforcement of the antitrust laws, and many of whom 
have suffered from the New Deal's utterly unfair and 
dishonest enforcement of these laws? 

Is it due to the influence from what the American 
people thought they voted out of office, the ex-New 
Deal? 

What is this, in short, just some supposedly “good 
politics?” Because on the face of things the situation 
can hardly be said to be a good, fair, honest and un- 
biased attempt to get a sound study of the antitrust 
laws. 





I hold that man is in the right who is most 
closely in league with the future—Henrik Ibsen. 

Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, industry or a company can arrive at 
sound decisions. NATIONAL PETROLEUM NEWS al- 
ways welcomes comments on its editorials. 

Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 
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KEROSINE— 49% (49%) 
DISTHLATE - 51% (51%) 
RESIDUAL — 33% (33%) 
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PERCENTAGE of secondary storage capacity filled with principal products as of 
June 30, 1953, in various PAD districts is shown on this map prepared from Census 


Bureau data. Percentages as of May 31 are shown in parentheses. 


“Distillate” 


includes Nos. 1-4 fuel oil and light Diesel oil. “Residual” includes Nos. 5-6 fuel 
oil and heavy Diesel oil 


Secondary Stocks Increase 7% 


The U. S. oil industry had 47 mil- 
lion bbl. of four principal products 
—gasoline, kerosine, distillate and 
residual fuels—in secondary storage 
on June 30, 1953. This is an in- 
crease of 2.9 million bbl. (7%) over 
the previous month, but is 1% lower 
(300,000 bbl.) than stocks a year 
ago. 

Secondary inventories of distillate 
fuel totaled 14.9 million bbl. on June 
30, or 14% more than a month be- 
fore. Stocks were up 291,000 bbl. or 
2% higher than a year ago. 

Residual fuel oil inventories were 
8% greater June 30 than May 31, 
kerosine stocks were up 7%, gaso- 
line up 1%. Compared with a year 
ago, residual stocks were down 925,- 
000 bbl. (14%), kerosine down 254,- 


000 bbl. (4%), and gasoline was up 
3%. 

On total inventories, District 1 re- 
flected the principal increase over 
May 31—2.6 million bbl, (15%). 
District 4 showed the largest decline 
—36,000 bbl. (2%). District 3 re- 
mained about the same, and Districts 
2 and 5 had small increases in stocks 
of 101,000 and 199,000 bbl. (1% and 
6%) respectively. 

Comparing June 30 with a year 
ago, only two districts reported low- 
er stocks. District 1 was down 173,- 
000 bbl. (1%), and District 3, off 
400,000 bbl. (7%). Districts 2 and 
5 inventories increased 111,000 bbl. 
and 47,000 bbl. respectively (both 
1%), and District 4 had an increase 
of 157,000 bbl. (12%). 


Census Report on Secondary Stocks, Storage Capacity 
Figures in thousands of bbis. 
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New OIIC Bulletin Shows 
Extent of Competition 


There are 42,075 separate and dis- 
tinct firms in the oil industry, ac- 
cording to a recent bulletin, The 
American Oil Industry, released by 
the Oil Industry Information Com- 
mittee of the American Petroleum 
Institute. ° 


The figure includes 28,174 ter- 
minal and bulk-station operators, 
fuel oil dealers, and LP-gas distribu- 
tors; 1,378 transporters of oil and 
products, small and large, corporate 
and incorporated; 12,010 small and 
large producers; 270 refiners; and 
243 manufacturers of lubricating oils 
and greases other than refineries. 

Included in the 28,174 marketers 
are 14,047 terminal and bulk-station 
operators; 11,127 fuel oil dealers, and 
3,000 LP-gas companies, Transport- 
ers include 54 pipe line companies; 
42 tank ship companies; 45 tank car 
companies; 174 barge lines, and 1,063 
“for-hire” tank truck carriers. 

Of the producers, OIIC says: 6,654 
produce crude petroleum (including 
associated natural gas); 528, natural 
gas and natural gasoline, and 4,544 
offer contract services—2,678 drill 
oil and gas wells, 264 build oil well 
rigs. 

Copies of the study are available 
at $6.80 per hundred, plus shipping 
charges, from the Oil Industry In- 
formation Committee, American Pe- 
troleum Institute, 50 West 50th St., 
New York 20, N. Y. 


Texas Jobbers Schedule 
More Training Courses 


Texas Oil Jobbers Assn., en- 
couraged by the success of its “Man- 
agement Institute” held at University 
of Texas last year, is now planning 
two more such training programs, to 
accommodate all members who want 
to enroll. 


The first institute is scheduled for 
Oct. 19-21. The second one will be 
Feb. 15-17, 1954. Both will be held 
at the Commodore Perry Hotel in 
Austin. 


Training programs will be of work- 
shop type, and courses for both new 
and returning enrollees will be pro- 
vided. Men enrolling for the first 
time will be offered courses on “How 
to Train,” “Communications,” “Hu- 
man Relations,” and “Job Analysis.” 

L. T. White of Cities Service will 
direct a daily joint conference, com- 
bining all groups, and will lead dis- 
cussions on “National Scope of Job- 
bers’ Problems,” according to George 
Hofmayer, association secretary. 

Mr. Hofmayer said an authority on 
accounting will conduct a second joint 
conference to present “uniform sys- 
tems of accounting for oil jobbers.” 

Registration fee is $20, according 
to Mr. Hofmayer. Membership is 
limited to the first 80 men enrolling. 
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Jobber Promotes Mutual Understanding 
With Own ‘Consult Your Supplier’ Day 


By Leonard Castle, Midwest Editor 


For the past 

several years, 

Miles M. Mills, of Oils, Inc., in Des 

Moines, has conducted his own pri- 

vate “Consult Your Supplier Day” 

by entertaining marketing executives 
of Skelly Oil Co. 


It was our privilege to attend part 
of the sessions at this year’s confer- 
ence in Des Moines, Aug. 21. 


Skelly officials spending the day 
as Mr. Mills’ guests were Jess 
Knowles, vice president of market- 
ing; Don H. Miller, who is succeed- 
ing the late Dan A. Breen as general 
manager of wholesale sales; R. W. 
Kerr, general manager of retail sales; 
Dale Smart, division manager of 
wholesale sales; and George Kreiger, 
division manager of retail sales. 


During the morning, they met with 
Mr. Mills in the company offices to 
discuss their mutual problems and 
his program for. the coming year. 
Members of his operating force ex- 
plained certain phases of the prob- 
lems being discussed to the Skelly 
executives. 

Following the mortiing session, 
Fred W. Swanson, Jr., chairman of 
the board of Globe Hoist Co., Des 
Moines, was host at lunch at the 
Wakonda Club. Then the Skelly of- 
ficials returned to Mr. Mills’ office 
for another conference in the after- 
noon. Traditionally, Mr. Mills enter- 
tains his supplier’s representatives at 
dinner but this phase of the program 
was omitted this year. 

“It would be a great thing if every 
jobber had an opportunity to sit 
down like this with the top market- 
ing management of their supplying 
companies,” Mr. Mills said. “I know 
that isn’t possible in too many in- 
stances. But it’s surprising how much 
can be accomplished at an across-the- 
table conference like this. You get 
your problems into the open and 
thrash them out. Everyone leaves 
with a greater understanding of the 
other fellow’s problems and feelings.” 


On a trip to Nashville, Tenn. last 
week, we were impressed by the 
manner in which J. F. (Jack) Cum- 
mins of the Cumberland Oil Co. dis- 
plays his company name prominently, 
particularly at service stations. Each 
station carries a sign informing the 


SEPTEMBER 2, 1953 


motorist that here is a “Cumberland 
Oil Co. Dealer.” The Cumberland Oil 
Co. placard also appears on all new 
pumps as they are installed. 

Most jobbers are careful to dis- 
play their names on trucks and bulk 
plants but too few of them advertise 
at the service stations that the out- 
let is supplied by a local, Independent 
businessman. 

“We believe in letting everyone 
know that the station, even though 
it carries the flying red horse of So- 
cony-Vacuum, is locally owned and 
operated,”” Mr. Cummins said. “With- 
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out the Cumberland Oil Co. sign at 
the station, many people would de- 
cide, if they thought about it at all, 
that the station was operated by 
Socony-Vacuum, rather than an In- 
dependent jobber handling Socony- 
Vacuum products. I know when I 
drive around the country that I like 
to buy gasoline from jobber-supplied 
stations, but too many times you 
can’t tell which is which. It doesn’t 
cost too much to put these signs on 
service stations and the results are 
well worth the expense and effort.” 


Mr. Cummins is in the midst of 
a remodeling and expansion program. 
During the past two years, he has 
erected five new stations and is ne- 
gotiating now for the construction 
of two others. He is remodeling eight 
other outlets. Three of these rehabili- 
tation jobs were completed in the 
past three months, one is nearing 
completion and the other four are 
up for bids. 


Abundant West Coast Gasoline Stocks 
Are Cause for Alarm Among Marketers 


By Frank Breese, Pacific Coast Editor 


line season has 
ended, and gasoline stocks in the 
West are just about as high as they 
were when the season began. 

That means a loose supply. And 
to the marketers, that’s a danger 
signal. 

Here is the story in statistics (fig- 
ures in bbl.): 


Reduction I, ENG, 
* Estimated 


When the Korean War started, 
gasoline stocks tallied under 20,- 
000,000 bbl. Even when total inven- 
tories tumbled down (low point: un- 
der 23,000,000 bbl. in Jan. 1952), 
gasoline stocks were aiways kept up 
to 17,000,000 and 18,000,000 bbl. (low 
point: 16,813,000 bbl., Sept. 30, 1952 
—right after the summer season). 

At the beginning of this summer, 
gasoline stocks were about 30% 
higher than they were all during the 
Korean War. And around 17% higher 
than they were when the Korean 
War broke out. That spells a quick 
and substantial buildup. 


Ordinarily, summer consumption 
cuts deeply into gasoline stocks. But 
not this summer. 

A ranking petroleum economist 
said those figures mean there is no 
gasoline shortage on the West Coast. 
Once tight, the supply has loosened 
up. 

The big question is: will supplies 
become sloppy? If so, will the fairly 
stable price structure collapse? 

The same economist commented, 
“We have a manageable situation. 
But can it be managed? This de- 
pends on who has the gasoline and 
how badly they want to get rid 
of it.” 

Bulk of the stocks are in the hands 
of big suppliers. The small marketers 
don’t have much, an authoritative 
source told NPN. 


One factor which contributed to 
the buildup is this: large excesses 
of gasoline in storage just about 
equal the amount of natural gaso- 
line and motor gasoline imported 
from Texas during the first six 
months of 1953, the economist said. 


Another factor has been the in- 
flow of crude imports. 

The economist predicted that the 
flow of outside oil will be reduced. 
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This could relieve the situation some- 
what. 
7 . . 


On the other hand, new processes 
are being installed for boosting gaso- 
line yield. Middle distillate inventor- 
ies are running high now, so there 
is plenty of product for the winter 
season. 

Moreover, the West is now going 
into the season of lower gasoline 
consumption. 

Over-all sizeup by this economist: 
there are good grounds for concern. 
But the situation is no worse than 
it has been many times before in 
the past. 


Introduction by all seven West 
Coast majors of new premium-grade 
gasolines raised this question: will 
the upgraded premium gasoline put 
the Independent, multi-pump and 
self-serve operators at a competitive 
disadvantage ? 

It’s getting so the number of man- 
ufacturers able to stay in the oc- 
tane race is shrinking. 

The Serve Yourself and Multiple 
Pump Stations Assn. sought to al- 
lay fears of its members in a recent 
bulletin. Secretary Dan Lundberg 
wrote, “Indications right now are 
straight and clear: our operators will 
get these improved products as they 
never got former products. Quite the 
reverse of the recent past, when men 
prayed at night for the next day’s 
load. It was the galling differential 
between majors and independents of 
the self-serve-multi-type which ‘mys- 
teriously’ made products so slippery 
to haul into one’s station.” 

Now that most Independent sta- 
tions have narrowed the differentials 
between them and major stations, 
Mr. Lundberg believes that majors 
regard the Independents with more 
tolerance. Majority of Independent 
gallonage comes from major com- 
pany refineries. Mr. Lundberg be- 
lieves that his members will receive 
supplies, including upgraded premium 
gasoline. 

* * ~ 


General Petroleum has already 
made friends up in Whatcom County, 
Wash., where it’s building a new re- 
finery, and has entered into com- 
munity activities. 

GP donated the asphalt for a new 
drag (hot rod time racing) course for 
the “dragster” set. And it selected 
that area for the premiere of “The 
Cool Hot Rod,” a safety film the 
company is sponsoring. 


+ * * 


Harold R. Deal, advertising and 
sales promotion manager of Tide 
Water Associated, reported that the 
company’s sportscasts go into the 28th 
consecutive year this football season. 

Associated will sponsor both radio 
and TV broadcasts starting Sept. 18. 

For the sake of good will, com- 
mercials will be limited to’a total of 
5% minutes a game, said Mr. Deal. 
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California Standard 
Finds Popularity Up 


Influential groups now have a 
higher regard for Standard Oil Co. of 
California than they did in 1948, ac- 
cording to that company’s latest pub- 
lic opinion survey. Teachers, edu- 
cators, editors, publishers and clergy- 
men have all improved their opinion 
of Standard of California in the last 
four years. 

In 1948, a survey showed that a 
third of the educators felt the com- 
pany was “bad,” while 43.9% felt it 
was “good.” Since then Standard 
has concentrated on its public re- 
lations program in the education field. 
Subsequent surveys have registered 
marked improvement. 

The company also reported more 
favorable attitudes among farmers 
and small businessmen. 

The smallest amount of improve- 
ment was recorded among labor 
union members, but, they expressed 
more favorable opinions on company 
ownership. 


Reasons given for favorable reac- 
tion included: good service at sta- 
tions; high quality of products; at- 
tractive and neat restrooms; good 
wages paid to employes; friendly at- 
titude of employes; good manage- 
ment; and the public service, research 
and development programs. 

Those who expressed dislike said 
the company: was monopolistic; too 
large; that it exerted too much con- 
trol over prices and made too much 
profit. 

Public opinion was tested on sev- 
eral other topics while the survey 


was being made. Whether there 
should be more or less government 
regulation of business was one of the 
questions. The survey showed that 
those in favor of less regulation had 
increased from 21% to 28% of the 
surveyed group. This gain was reg- 
istered at the expense of the groups 
who formerly favored the existing 
amount of regulation or more. 

Fewer people now think Standard’s 
profits are too high. The group that 
thought the company’s profits were 
too high in the 1946 survey dwindled 
from 46% to 33% in the 1953 survey. 

Another improvement in public 
opinion towards oil companies was in- 
dicated by an increase from 37% to 
45% in the group who considered 
there was much competition between 
the major oil companies. 


Fire Wrecks Tanks 
At Union Refinery 


Fire at Union Oil Co.’s Wilmington 
(Los Angeles) refinery Aug. 28 caused 
loss estimated at $250,000. Cause of 
the fire is undetermined. 

A tank filled with about 35,000 gal. 
of aviation gasoline exploded, ignit- 
ing a tank of premium-grade gaso- 
line. The fire was contained within 
the concrete fire walls surrounding 
the tanks. 

This is the third major fire Union 
Oil has. suffered in three years. In 
July, 1951, a $1,685,000 fire hit the re- 
finery. In July, 1952, a fire at the 
company’s Oleum refinery wharf 
caused damage estimated at $3,500- 
000. 





EYE-CATCHING 
SIGN used by 
Ozinga Brothers, 
heating oil distrib- 
utors in Evergreen 
Park, IL, urges 
customers to stock 
up on fuel oil dur- 
ing the summer 
months 
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Truck Depreciation Schedule ited facilities and sometimes limited 
experience to rely on, often have no 
replacement schedule as such. Fre- 
quently it is a hit-and-miss proposi- 
tion. 

Howard Willett, Jr., Willett Co., 
large Chicago fleet operator, says of 
replacement schedules: 








“After the first year or two, it 
doesn’t make much difference when 
we replace the vehicles from a cost 
of operations viewpoint. Thus, it is 
possible for us to set up a replace- 
ment schedule and stick to it. The 
replacement schedule allows the 
maintenance superintendent to do a 
better job. He knows when the ve- 
hicle is going to come out of service 
and will not put in excessive repairs. 
The replacement schedule allows the 
purchasing department plenty of 
time to line up the selection and pur- 
chase of new equipment; it allows 
the operating department ample op- 
portunity to request the proper units 
and with time, the purchase and sale 
of equipment can be done at an ad- 
vantageous time.” 

Mr. Willett, in a paper delivered 
before the Society of Automotive En- 
gineering meeting in Vancouver, B. 
C., Aug. 17-19, lists 10 factors af- 
fecting the operating cost of a truck. 
Five factors are constant and do not 
vary with the age of the truck: . 


1— License 
Oil Truck Replacement Schedule Ends > insta 
: 4—-Drivers’ wages 


Maintenance, Purchasing Guesswork 5—Tire depreciation 


Five factors will vary as the truck 
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Average Actual Market Depreciation 









































BY HOLGER RIDDER 
NPN Transportation Editor Table 1—Average Percent of Vehicle Cash Value by Age and 


How long should a truck be run Percent Depreciation 
to get the lowest combined deprecia- Truck Average 
tion and maintenance cost? Tractor 1% Ton % Ton Actual Market 

Transportation heads in major oil re eee ee 
companies have their own answers, BF ARES Ble 1 2953 
based on years of experience. But 
they keep close watch on how other 
truck operators set up their vehicle 
replacement schedules, alert to ways 
in which their own schedules can be 
improved. 

Independent marketers, with lim- 
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Table 2—Comparative Average Per Annum Operat- Table 3—Comparative A 
parative Average Per Annum Operat- 
ing Costs At 10,000 Miles of Operation ing Costs At 20,000 Miles of Operation 


% Ton 1% Ton Light Medium Heavy Years of % Ton 1% Ton Light Medium Heavy 
: ¥ 
Daty Truck Tractor Tractor Operation Panel Duty Truck Tractor Tractor 
$1440 $2230 = 0us’ pehantasss $1840 $2880 $4600 
4 Te ee 1784 2698 3890 
1265 : ee 1816 2710 3727 

bo a 2043 ye 1890 2805 3725 
1320 Sod ouscdelss sous 1971 2016 3792 
1341 orien? Serer er 2053 3032 3866 
3382 2335 ee a 3114 3920 
i + Senths cues ue 3169 3945 
1308 ¢ eaadees 2083 3212 3972 

Se et FE UR, 3246 3980 
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e Grand Dat 
Oil Baler million miler 


This horsedrawn grand daddy of today’s Butler million miler trans- 
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SS SS SES SSS ports was built more than 40 years ago. It met the transportation 
SSS eS SS SS needs of an infant oil industry that was soon to grow into the giant 
-- SSS we know today. 





Throughout the rapid expansion of the oil industry, Butler con- 
tinued to pioneer dependable, safe methods of transporting and 
storing petroleum products. 

















Today, profit-making Butler transports are carrying liquids of 
all kinds, under all operating conditions, and are compiling enviable 
records for dependability, minimum down time and low mainte- 
nance expense. This reputation of Butler million miler transports 
SSS SS SSS SSS is the result of progressive design and construction methods, mod- 
———- = ern plant facilities, and skilled craftsmen. 
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= You too, can profit from Butler experience in the field of over- 
== = ae the-road liquid transportation. Write today for more information. 


! 


Here’s a million miler ready to 


r ol Butler tandem-axle transports are built to carry the max- 
imum capacity permitted by operating conditions and 
road laws. They'll help put your operations on a high- 
profit level by hauling large payloads on tight sched- 
ules, and speeding up loading and unloading. 


For prompt reply address the office nearest you: 





eUTLERS | BUTLER MANUFACTURING COMPAN 
MOV T™ 


7454 East 13th St., Kansas City 26, Missouri 
954 Sixth Ave., S.E., Minneapolis 14, Minnesota 
Dept. 54, Richmond, California 


gets older and will determine the best 
replacement schedule. They are: 
1—-Depreciation 

2—Maintenance labor and parts 

3—Gasoline and oil 

4—Garage servicing, washing 

5—Garage overhead. On this sub- 
ject Mr. Willett says: 

“At our company we consider 
garage overhead, such as supervision 
of mechanics, cost of operating stock- 
room, rags, etc., a garage overhead. 
This is added proportionally to the 
labor and parts a vehicle consumes. 
Thus, a truck using a large amount 
of parts and labor is considered to 
use up a lot of supervisor’s time and 
stockroom cost, while a vehicle that 
doesn’t . . . is considered to use very 
little. Thus, the older the truck gets, 
the more expensive it is.” 

Mr. Willett analyzes what happens 
to operating costs and depreciation 
when trucks are operated over a 
period of years. Using four popular 
makes of trucks and figures from 
National Used Car Market Report 
he comes up with the depreciation 
schedule shown in Table 1. 

In estimating operating costs, in- 
cluded are gasoline and oil, mainte- 
nance parts and labor, garage serv- 
icing, washing, tire repairs, garage 
overhead, etc. These were taken 
from Willett Co. records (see Tables 
2 and 3). 

From these tables it is obvious 
that truck efficiency increases when 
the vehicle spends a larger part of 
its work day putting miles on the 
speedometer instead of standing, 
waiting, stopping and starting. 

While the total operating cost, for 
example, of a heavy tractor the first 
year is $3,800 for 10,000 miles per 
year operation, it-is $4,600 for 20,000 
miles of operation in a year. Com- 
puted on a per mile basis, for the 
lower mileage operation it averages 
38c per mile, while for the 20,000- 
mile operation it averages only 23c 
per mile. 

Mr. Willett points out: 

“The costs of the various size ve- 
hicles . . . show that after an initial 
year of heavy depreciation, that the 
cost continues downward for several 
years and then starts back up again 
as the weight of increasing mainte- 
nance begins to be felt. The re- 
markable thing is that there is so 
little difference between the cost of 
operating a truck for two years, 
three years or 10 years. 

“The importance of the tables 
shown here . . . is the pattern which 
is universally applicable—and it is 
applicable.” 
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Station Building Permits Continue Gain 


The number of service station con- 
struction permits continued to swell 
during June as the dollar valuation 
of permits issued topped the previous 
June’s total by 47.3% and the May, 
1953, total by 10.8%. 

Valuation of June building permits 
totaled $6,624,000. The previous 
June’s total was $4,497,000 and per- 
mits issued in May were valued at 
$5,979,000. 

Permits issued this June numbered 
479 compared with 342 for June, 
1952, and 453 for May, 1953. 

The East-North Central area still 
led the country in permits issued. 
Ninety-one permits valued at $1,- 
430,000 were issued in the area com- 
prised of Illinois, Indiana, Michigan, 
Ohio and Wisconsin. 

As in May, the West North Cen- 


tral area (Iowa, Kansas, Minnesota, 
Missouri, Nebraska, North and South 
Dakota) again followed in second 
place with 74 permits issued totaling 
$1,036,000. 


Bureau of Labor Statistics esti- 
mates the permit valuation figures 
through checks with city and town 
officials. Figures include construc- 
tion within urban places—all incor- 
porated places of 2,500 population or 
more in 1940—plus a few unincor- 
porated civil divisions. 


Volume of building actually start- 
ed during each month is not repre- 
sented. No adjustment has been 
made for lapsed building permits, nor 
for the lag between issuance of a 
permit and actual start of construc- 
tion. 


Station Construction Permits Authorized for June 


(Valuations in thousands of dollars) 
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ith 15 mouths 


to feed 


Frank S. Corda farms 240 acres in California’s Salinas Valley. 
We know Mr. Corda well because Standard Oil Company of 
California fuels the power that tills his land. By replacing 
muscles with machines, as Mr. Corda has done, the average 
U.S. farmer produces enough food for 15 people. One hun- 
dred years ago a good farmer produced enough to feed only 
five people. Mechanized farming, powered by oil, has made 
the difference. 


Insect “bomber” demonstrates one way petroleum helps 
make farms more productive and profitable. Airborne 
insecticides made by Standard’s subsidiary, California 
Spray-Chemical Corporation, are so effective that they 
save western farmers millions of dollars a year in crop 
losses. Other petroleum products save time and labor... 
for example, a tractor can work 10 acres in the time a 
team of horses takes to plow two. We also had a hand in 
that, because Standard developed the first compounded 
lubricating oil that made high-speed diesels for tractors 


practical. Fuels and lubricants for farm machines, weed 
killers, roof coatings, stock dips, detergents, bottled gas 
for refrigeration, cooking and heating—they’re all on the 
long list of items supplied to western farms by Standard. 
And you, too, benefit from each new way Standard sci- 
entists increase the yield of farms . . . because you may 
be one of the 15 people Mr. Corda feeds. Questions or 
comments about our Company are always welcome. Write: 
Standard Oil Company of California, P. O. Box 3495-C, 
San Francisco, California. 


STANDARD OIL COMPANY OF CALIFORNIA plans ahead fo serve you better 
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Markets Quiet as Buyers Watch and Wait 


By FRANK HOLMAN 
NPN Staff Writer 


Buyers continued to outwait sellers last week in do- 
mestic markets east of the Rockies. 

Hot weather, a sudden change in outlook for Iranian 
oil, and record stockpiles of gasoline and light fuels tended 
to favor buyers. 

Refiners, however, seemed confident that light fuel de- 
- mand would open up after Labor Day and bring an end 
to their common problem of too much gasoline and light 
fuels and too little storage space. 

Possible settlement of Iranian oil difficulties, it was 
pointed out, will have little or no immediate effect on 
domestic markets. Sources estimate that putting Anglo- 
Iranian Oil Co.’s 500,000 b/d Abadan refinery back on 
stream will take up to 18 months if and when an agree- 
ment is reached between Anglo-Iranian and Iran (see 
p. 37). 

Whatever the outcome, one Michigan refiner said he 
was being cautious and was stabilizing all of his long- 
term heavy fuel commitments by tying them to domes- 
tic crude prices. 

Residual fuel was a bit easier at the Gulf. Trade sources 
said that low-sulfur bunker “C” could be purchased at 
“low Oilgram” price generally quoted for material with 
no maximum guarantee. 

Inland residual markets, on the other hand, appeared 
stronger in most cases. Some tank car marketers, how- 
ever, still had small lots of No. 6 to sell at no increase 
in price from week earlier. 

In the Chicago markets, Hughes Oil Co. was awarded 
a three-month contract to supply No. 6 fuel to the Sani- 
tary District of Chicago at a flat price of 6.31c gal., de- 
livered, according to Sanitary District spokesman. 

Although not low bidder, Hughes was the only one of 
four firms that adhered to stipulation of Sanitary Dis- 
trict’s proposal which called for flat prices on 300,000 
gal. of boiler fuel. The other three suppliers entered 
bids with escalation clauses tying their prices to Group 
3 low quotations for No. 6 fuel for northern shipment 
as shown in Chicago Edition of Wall Street Journal, 
which board of trustees ruled invalid. 

“Sanitary District’s storage facilities permit either full 
tank car or minimum 4,000-gal.. truck transport deliveries. 

The situation in light fuels became more critical even 
though refiners maintained a surface calm by utilizing 
“every trick in the bag” in storing product and “juggling” 
transportation. Use of barges as temporary storage was 
restored by some refiners but that didn’t remove ulti- 
mate problem of finding a market for single large-quanti- 
ty dumps. 

Despite this, tank car marketers disclosed no further 
reductions in sellers’ Group 3 tank car prices for light 
fuels for resale. And at the same time, quotations for 
Nos. 1 and 2 fuels at Great Lakes Pipe Line terminals 
were steady. 


At New York Harbor, prices for No. 2 fuel in barge 
lots ranged 0.25c higher when an independent withdrew 
his quotation of 8.9c. Quotations of other suppliers ranged 
from 9.15 to 9.4c. While majority quoted the higher 
price, they admitted customers were being “alienated” 
because spot lots were being offered at “9.15c and below.” 

At Boston, sources said some suppliers were offering 
“special” 0.25c summer-fill discount, which, in effect, 
totals 0.75c off prices quoted for No. 2 fuel. 

While all reports revealed light fuels were currently 
abundant, these grades remained closely held for ship- 
ment over next heating season. It was disclosed there 
still were few offerings of No. 2 fuel for November and 
December lifting at the Gulf against export inquiry for 
three cargo lots in last quarter of the year. A similar 
condition in winter distillates was indicated in the in- 
terior when a Chicago refiner, in offering gasoline and 
scarce tanker time to move it, was turned down when 
he sought light fuels on a gallon for gallon basis over 
the heating season in one section of his marketing area. 
Refiner-buyer also said price of gasoline offered to him 
was “too high” to complete the deal. 

Gasoline, in general, was freely available in all coastal 
and interior markets. In Midwest, regular-grade gaso- 
line was offered at refiners’ “Group 3 low quotations, 
plus pipe line tariff, minus 0.125c” at terminals along 
the Great Lake Pipe Line system. Several sources said 
material offered at “0.25c off” was increasing in volume, 
and eagerness with which some sellers sought out buy- 
ers pointed to “deeper discounts” on immediate shipments. 
Offerings were said to be mostly of material either on, 
or about to go on, demurrage of 1c per bbl. per day. Un- 
der normal market conditions, “pipe line” gasoline has 
sold in open market at prices up to “0.5c over” delivered 
terminal cost. 

Domestic lube markets remained static. Refiners said 
open market trading in bulk lubricating oils was prac- 
tically nil, and some added that branded motor oils also 
“could be a lot better.” 


A French inquiry brightened the lube picture somewhat 
when it was disclosed at New York that approximately 
220,000 gal. of 600 flash cylinder stock and approximate- 
ly 30,000 gal. of 630 flash for railroads was wanted. Bids 
are to be submitted by Sept. 15 with shipment scheduled 
over first six months of 1954 in drums. 

Foreign trading, otherwise, continued in decline as 
indicated by easing ocean freight rates and mounting 
laid-up tonnage. 

Fixture of T-2 tanker to transport five cargoes of 
crude from LaLibertad, Ecuador, to Los Angeles at rate 
of 35c per bbl. commencing in October, was a feature of 
the tanker market. Sources say Ecuador crudes normally 
move to Argentina or United Kingdom. 

Meanwhile, eight additional foreign flag tankers were 
reported in lay-up bringing total foreign flag ships out 
of service to 97 and total of 975,585 tons deadweight. 
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Summary of Daily Gasoline Prices (Aug. 25 through Aug. 
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U. 8S. flag lay-up, of 36 ships and total tonnage of 479,608 
tons, was unchanged. : 

The upper Atlantic states were pockmarked by con- 
tinuing and new retail gasoline price wars. Details fol- 
low with prices shown exclusive of taxes which are indi- 
_cated in parentheses: 

Springfield, Mass. (7c)—-Most retail dealers cut regu- 
lar-grade gasoline prices 3c to 18.9c. Sun Oil dealers re- 
portedly cut partly to meet competition of Calso dealers 
and partly to meet “depressed” postings in nearby Hart- 
ford-Thompsonville (Conn.) area where gasoline is as 
much as 6c lower than in Springfield. Sun is allowing 
dealers 2.6c discount and Socony-Vacuum 2.1c, accord- 
ing to company spokesmen. 

Providence, R. I. (6c)—Retail gasoline postings off 
another 1c with some major brand dealers meeting pri- 
vate brand price of 15.9c for regular-gasoline in month- 
old war. Svun is granting 4.5c “voluntary allowance” 
from its 14.9c tank wagon posting. So-called “normal” 
retail is 21.4c, 16.4c tank wagon. 

Wilkes Barre, Pa. (7c)—-Major marketer, effective Aug. 
27, lowered his tank wagon price ic to 14.7c for his 
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single brand here and at Pittston and several nearby 
points; down 2c at Kingston to 12.7c; down lc to 13.7c 
at Plymouth, Nanticoke and several points south. Re- 
tail prices in this general area range upward from 16.9c. 

Altoona, Pa. (7c)—Most suppliers reduced tank wagon 
prices 0.6c to 164c and retail postings were down ic 
to 19.9c and 20.9c for regular at most outlets. 

Reading, Pa. (7c)—Retail prices for regular still at 
15.9c at private brand stations and 16.9c at major brands. 

York, Pa. (7c)—Prices down 4.1c to 15.9c at some out- 
lets in new outbreak of cutting at retail. 

New Jersey (5c)—-The first break in statewide tank 
wagon price for gasoline in the past year and a half was 
reported south of Newark with one major supplier allow- 
ing 1.5c “voluntary allowance” (from 15.9c posted tank 
wagon) to dealers in Carteret, Perth Amboy and Wood- 
bridge. Retail prices for regular-grade in these three 
areas near Newark slipped to 18.9c at many stations, 
which compares with 20.9c and 21.9c prices which are 
considered “normal” in New Jersey. In the past the state 
has been the scene of widespread price wars, and two 
years ago about 5,000 stations were involved. 
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GULF COAST 
Trading Still Seasonally Slack 


The Gulf Coast area continued to operate at roughly its 
2,000,000 b/d capacity the past week, but there was 
a virtual lack of new trading developments. No changes 
in prices were reported and sales to other than regular 
customers were few. 

There was ample supply, according to the majority of 
reports, and buyers could find almost any product they 
wanted for early lifting. On the other hand, it was said 
that no offerings of No. 2 fuel were made against an 
export inquiry for one cargo each in October, November, 
and December, as this is the period when most refiners 
anticipate their regular customers will draw heavy on 
distillate inventories. The October cargo called for by 
the export inquiry reportedly was covered, but details of 
the transaction were not disclosed. 

The slowness of trading was pointed up in reports that 
several U.S. flag black oil tankers were accepting liftings 
in the Caribbean for North-of-Hatteras destinations at 
rates equivalent to USMC minus 40%. Trade sources 
declared that supplies of heavy fuel have eased up con- 
siderably, although no shading of the $1.85 current cargo 
price was reported. 

There also was free supply of low octane motor gaso- 
line, and source looking for gasoline outlets in the upper 
Midwest said that the outlook was “gloomy.” 

On the other hand, while new inquiries have fallen off 
for 87 oct. regular-grade and 93 oct. premium gasolines, 
there were no reports of onerous offerings, or at least 
none in the immediate future. A buyer seeking winter 
gasoline could take his pick of offerings. 










































ATLANTIC COAST 


No. 2 Firms at New York; Boston Eases 


Barge prices for No. 2 fuel were 0.25c higher at New 
York Harbor during the past week, while a “special dis- 
count” of the same amount appeared in the Boston mar- 
ket, in two. dissimilar East Coast price developments. 
Heavy fuel prices, while unchanged, were easy at middle 
Atlantic points, and gasoline also was easier seasonally. 

At New York Harbor, quotations for No. 2 fuel in 
barge lots ranged 0.25c per gal. higher when an Indepen- 
dent withdrew his quotation of 8.9c. Other harbor prices 
for No. 2 fuel_ranged upward from 9.15c, with the ma- 
jority of suppliers quoting (“but not attracting many 
customers at”) 9.4c net, after summer-fill discount. 

At Boston, Esso Standard reported it was granting its 
kerosine and No. 2 fuel reseller customers 0.25c “tempo- 
rary” allowance, effective since Aug. 21. The “allowance” 
was in addition to the 0.5c summer-fill distillate discount, 
and apparently some Boston Independent suppliers had 
instituted this “extra” in order to facilitate unloading 
of incoming cargo shipments at a period when terminal 
sales are slow. 

The late-summer trading lull was evident in all terminal 
markets. Prices were easy, and buyers were showing 
little interest except at “low” quotations. In this respect, 
some sources continued to report loss of No. 2 fuel sales to 
“cheap” material, and several No. 6 fuel accounts re- 
portedly have been “grabbed” by sellers willing to offer 
three-year contracts at delivery truck-lot prices to north- 
ern New Jersey which are lower than most suppliers 
quote for FOB terminal barge lot. 

In addition, a major reported that some of his utility 
customers had been quoted prompt, spot natural gas 
on a thermal price basis that was the approximate equiv- 
alent of 9.15c per gal., delivered user’s plant, for No. 2 
fuel, and about 20c per bbl. lower than current bunker 
“C” fuel prices. 

No sales were reported. The majority of suppliers said 



















































that they were “ready to write off’’ the month of August 
as a slow one. Some added, however, that sales would 
have to pick up substantially in September if their reseller 
customers are to be prepared for early fall heating de- 
mands. 


MIDWESTERN (Chicago-E. St. Louis Area) 


‘Discount’ Gasoline Offers Increase 


Trade reports in the Midwest last week indicated greater 
quantities of gasoline were being offered at “discounts” 
from quotations reported by refiners. Whatever call there 
had been for light fuels came to a halt because of the 
record heat wave. Although residual fuels remained firm, 
no open market demand was indicated. Refiners’ prices 
were unchanged for all products. 

Gasoline at Great Lakes Pipe Line terminals was being 
offered at “0:125c off” to ‘0.25c off” delivered pipe line 
terminal prices, but traders said there were no open 
market buyers at any price. 


Lack of open market interest in light and heavy fuels 
was such that some marketers said it was a “waste of 
time and telephone money” to check suppliers for any 
possible changes in their prices for resale offers. Marketers 
said suppliers hesitated to quote price for residual fuels 
unless buying orders were indicated. Some interpreted this 
as indicating refiners had more product on hand for re- 
sale than they cared to admit, while others said it pointed 
to low inventories and an interest in quoting prices only 
if demand actually was there. bb 

Delaying action on part of jobbers and distributors in 
filling storage gave rise to widespread belief that deep 
price cuts in light fuels were in the offing if warm weather 
continues. “. eo 


CENTRAL MICHIGAN 


Spot Gasoline Offerings Increase 


Although local refiners still were operating for the most 
part from low inventories of gasoline, large refiners were 
offering gasoline in greater quantities on a spot basis in 
Central Michigan last week. 

Despite hot weather, light fuels continued to move 
from primary to secondary supply storage. Refiners de- 
scribed these shipments as “slow, but steady.” 

Reports on status of residual fuels revealed sharp 
contrasting positions of various refiners. Some said sup- 
pliers were “discounting” in some areas to hold long-term 
business, others emphasized their low storage positions. 
One refiner said he will be “entirely dry” of No. 6 fuel 
when the heating season starts. 

Local refiners of high-octane gasoline still had no prod- 
uct available for open market sale, but reported their 
inventory positions had improved since early August. 
In some areas, however, and particularly in lower part 
of the state, trade sources said large refiners were offer- 
ing gasoline in increasing amounts. Reports said “dis- 
counts” of as much as 0.25c were being made to large 
commercial users with competition for this class of busi- 
ness increasing. 


CHICAGO DISTRICT 


Trading Lull Hits Gasoline, Light Fuels 


Trading lull in gasoline continued in Chicago District 
at the end of August, while a record heat wave brought 
interest in light fuels to standstill, according to refiners, 
terminal operators and tank car marketers. 

Residual fuels, and especially No. 5 oil, continued 
strong. Suppliers’ prices were unchanged for all prod- 
ucts. Although brokers were able to buy “pipe line” reg- 
ular-grade gasoline at slight “discounts” below low Chi- 
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cago District quotation for resale, no trading was dis- 
closed. 

Except for contract shipments entering Chicago by 
barge for terminaling, movement of light fuels was almost 
non-existent. Most trade sources said what little interest 
there had been in distillates earlier this month was “killed” 
by daily temperatures in high 90’s. 

Marketers offered regular-grade “pipe line” gasoline at 
12.875c, FOB Chicago District (12.75c plus 0.125c broker- 
age); suppliers’ quotations for regular gasoline ranged 
from 12.85 to 13.625c, FOB Chicago District. No trading 
disclosed. 

An inter-refinery offering of gasoline for lake ship- 
ment showed that one refiner was willing to release 
scarce tanker time, but in return asked for light fuels over 
the heating season on a gallon for gallon basis. No 
other details were available, but the price of gasoline 
was described as “too strong” for the deal to be com- 
pleted. 


WESTERN PENNA. 


Summer Buying Lull Continues 


Last week in August.saw little change in status of 
products in Western Penna. and refiners reported no 
changes in their quotations. 

Lubricating oil market generally was dull and there 
were persistent reports that, on large lot trading prices 
were being shaded but no actual large lot sales were 
reported and on small lots, prices reportedly were firm. 
Branded motor oil contract sales were steady but “‘could 
be a lot better,” most refiners said. 

Bright spot in lubes was inquiry from French railroads 
for 768 metric tons (approximately 220,000 gal.) of 600 
flash cylinder stock and 103 tons (approximately 30,000 
gal.) 630 flash for shipment first half 1954 in drums; bids 
to be submitted by Sept. 15. 

Gasoline continued tight in open market and shipments 
were heavy against contracts. 

Distillate fuels were quiet, especially heating oils, al- 
though one refiner reported jobber had taken 75,000 gal. 
No. 2 fuel for storage at 10c (10.75c minus 0.75c summer 
discount) and other said cooler nights had stimulated 
interest somewhat. Diesel contract sales were steady. 

Wax market was strong with supplies for most part 
still short. One refiner reported selling two tank cars of 
scale wax at 5c Ib. 

Petrolatums also were tight and most refiners said con- 
tract shipments were taking their entire production. 


MID-CONTINENT 
Residual Firm, Light Fuels Slow 


Distillates remained weak, gasoline was easing and 
residual fuel continued relatively firm in the Mid-Con- 
tinent during final week of August, according to most 
trade sources. Trading was restricted in some cases by 
the telephone strike in Southwest. A Kansas refiner with- 
drew his quotation for No. 6 fuel, but otherwise, prices 
generally were unchanged. 

All products, except low sulfur residual fuel, were 
offered freely in most of the Mid-Continent districts, and 
even low sulfur residual was available from some suppliers 





Crude Oil Prices 


No changes reported in crude oil prices in the 
week ended Aug. 29. For ete price sched- 
ules, see p. 38-39 of Aug. 26 ; 








NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 
s. . Sarees ; 16.49 12 70 
Month ABO... .. seen vune 16.54 12.70 
Weee AGS bc cce ds vewse> cosas 15.32 11.65 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif,, N. Y¥. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast 

















who resumed offering material for September shipment 
after being out of market all summer. In Kansas, how- 
ever, residual remained especially firm, according to re- 
finers there. One refiner, quoting $1.35, withdrew his 
price because he had no material to offer. This refiner 
said No. 6 in Kansas currently is “worth at least $0.50 
more than it brought last May,” because of “scarcity of 
material.” 

“Distress” gasoline—material already on or about to go 
on demurrage—remained available at 0.125c to 0.25c 
“under published prices,” plus pipe line transportation. 
Trade sources said withdrawals at northern terminals 
against contracts, however, continued relatively good, 
and local shipments against contracts were holding up. 
Generally, gasoline picture was described as “about 
normal” for end of August, with decline in business no 
more than expected. 

Distillates were still showing little sign of improve- 
ment. Most refiners, however, reported no trouble on 
storage, and some said they may enter the season with 
their inventories lower than they would like to have them, 
especially if cool weather hits consuming areas early. 


Oil Price Increases Will Cost Europe 
$139 Million More, U.S. Agency Says 


Recent petroleum price increases will cost Europe an 
additional $139 million for crude oil and petroleum prod- 
ucts during fiscal 1954 (which began July 1, 1953), in- 
stead of the $179 million originally estimated, Foreign 
Operations Administration disclosed Aug. 31. 


FOA (then Mutual Security Agency) made its first 
estimate in July for the House Commerce Committee. The 
new appraisal was contained in a letter to the committee. 


The change came because the Middle East crude oil 
price increases receded from the 25c per bbl. figure on 
which FOA made the first estimate. 


“The weighted average increase in the price of Middle 
East sterling, franc and dollar crude oil shipped to Europe 
is now estimated at 17.33c per bbl. instead of 25c per bbl. 
as posted by Angio-Iranian and Gulf,” FOA said. “This 
means that the total increase in the FOB cost of Europe's 
imports of crude oil from the Middle East. in fiscal 1954 
is now estimated at $91 million instead of $131 million.” 


FOA said its July forecast for increased cost of West- 
ern Hemisphere crude ($9.5 million) and refined products 
($38.5 million) remains unchanged. 


The dollar cost of 272,000 b/d of Middle East crude to 
be imported into Europe will be increased by $15 million, 
instead of $25 million seen in July, the agency added. 
However, FOA said, this dollar cost figure might range 
as high as $28 million because another 196,000 b/d of 
crude scheduled to be paid for in nondollar currencies 
might have to be bought with dollars and this would add 
as much as $13 million to dollar cost. 

If prices had remained at the 25c per bbl. increase fig- 

(Continued on p. 63) 
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Prices at Refineries and Terminals and by Tank Wagon 





HEHE 


(2)12.5-13.125 
(2)11.5-11.625 
10.625-11.125 


OKLA., Growp 3 (Nerthern shpt.) 
éubenea e+ «+ (6)12.375-13.125 
(7)11.375—11.625 
10.625-10.875(2) 


Se rrerereriir, (4)12.375-13.125 
Oct. Reg. ...... eeecees (6)11.376-11.625 
60 Oct. M & below ....... 10,626-10.875 


(Texans & New Mex, shpt.) 


13. 75-14.25 
13-13.75(2) 
12.75 


11.75-12.7 


22888 9 nH 
ii] 


4 
x 


90 
88 
Ss 
82 
60 
w 
93 
90 
88 
84 
60 
gE. 
93 
90 
88 
4 
82 
60 


RERRRE 


reat ger’ 


seeeeees  12,375-12.625(2) 


12.375-13.375 

» Bee enee senses (2)11.375-11.75 
eeeeeceescees  11.375-12.375 
10.6-11.625 


SS2es 


15.15(2) 
14.15(2) 


15.15(2) 
14.15(3) 


15.5 
14.25 


ae of 8.0. Obio for delivery to 
Ohio points 


(2)14.5-15.25 
14.25-14.75 


13.25(2) 


PRICES IN EFFECT AUGUST 31 


distribution or a. During period of short supply, some sellers 
and at times all sellers, withhold quotations 


to new customers or the 


q 
posting of firm prices but give OILGRAM the prices they 


would quote to the trade in ral 


otherwise 
which they confine to their 


regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM 


ratings, except where 
otor Method. 


by ASTM Motor 


letter 


to any NPN—OILGRAM office 


Service invoice. 
For com 


plete price service 
a eee office, New York, ‘Chevelnna and 


1213 West 3rd 8t., Cleveland 13, 


Service, Inc., 
Sceeecigtien rate in U. 8.: $150 per year, payable in advance. 


€2)14.1-18.1 
(2)13.1-15.6(2) 


17.85-18.6 


OKLA., Group 3 (Okia. shpt.) 


8.875-9.25 
8.875-9.6 


8.875-9.25 
above D.I, Diesel. ...(2)8.625-9.376 
ee 


ee ee ween eeeee 


ee ee weet eenee 
eee ee eeeweee 


ee weet eeeeeee 


8(2) 
$1.10-1.30 


OKLA., Group 3 (Northern shpt.) 


41-43 WLW. gece ce eeeeces (5)8.875-0.25 
Ge OM, Sec thecccccese a 
Range oil Sep tacesscesses 8.625-9 

. Diesel... : oe eae 


No, 6 fuel $1.10-1.30 


MIDWESTERN (Greup 3 basis) 


41-43 WLW, oe ee ceceees (3)8.875-9.25 
42-44 my sreeseeecees (4)8.875-9.25 
58 & above Di Diesel. eee (3)8.625-8.875(2) 
. +» (5)8 
. (5)8-8.125 
$1.10-1.30 


N. TEX, (Texas & New Mex. shpt.) 
CO A Aer rere ree 9.2-10(2) 


42-44 Wow. . . 
58 & aw DI. Diesel... : fot” 


No. PUCL 2 ce ceeeeeeeees (2)$1.20-1.75 


W. TEX. (Texas & New Mex, shpt.) 


9.25 
9.75-10.75 


9.5-9.75(2) 
(2)9.5-9.6 
8.75-9.75 


9.625 
$1.30-1.60 


ARK, (For shipment te Ark. & La.) 


52 & below D.I, Diesel.... 
= bg D.I, Diesel.... 


11.4 
(3)10.9-11.1 
(2)10.9-11 
* Prices of some refiners are subject to 0.5¢ 
gal. summer-fill discount. 


CENTRAL MIOHIGAN 
(FOB Central eee rage 
Range oil 


Diseel, (Light “& Med.) 


ae Stn Sibie ae. 

esecoscoe . 14.4-14.8 
Heavy fuel (PS 400) .....  $2.06-2.15 
Light fuel (PS 300) ...... $2.8512) 
(PS 200) ..... 12.2-13.3 
Stove dist, (PS 100) ..... 13.7-14.8 


i 
H 


a 
F 


14.3-14.8 


inet 
; 


13.7-14.8 


f 


susveceseceees (2)13.8-14.3 
00) $1.80-2.10 


His 


seeces 10.5-14.7 


(Group 3 & Breckenridge prices are to biend- 
ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac- 


6.375( Quotations) 
5.875 (Quotations) 
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Rass 
eee 
ett 


24.5 
(5) 23-24 


(2)18-19 
(2)19-20 
(2)21~22(2) 


estic shipment only 
Bright Stocks, vis. mat 210° Neutrals, vis. at 
100°, 0-10 p.p. 


20.5-21.5 
5-2 
20.5 


150-160 vis. 0-10 p.p., 95 v.i. 


Neutral Olls—Selvent (965 v.i.) 
170-180 vis, 
200-210 vis. .... 


(2)23-24(3) 


(2)16-17(3) 
- (€2)16.25—-17.25(3) 
16.75-17.75(2) 
Cylinder Stecks 
600 s.r., Olive green ...... 


150-160 vis., 0-10 a 
test, 95 v.l. .. 21.5-22.5(2) 


Neutral Olle—Vis. at 100°; 96 v.1.; @-16 p.t. 

100 vis. (2)14-15 

200 vis. . 15.25-16 
15.75-17(2) 
17.75-18.5 


(Vis. at 100° F. FOB 8S. Tex., refineries for 
domestic and/or export shipment.) 


12.2516) 

13.75(6) 

14.75(6) 

15.75(6) 

16.75(6) 
(2)17.25-17.75(4) 
(2)18-18.75(4) 


12.25(5) 


16. 
(2)17.25-17.75(4) 
‘ (2)18-18.75(4) 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT AUGUST 31 
NAPHTHAS & SOLVENTS 


(FOB Group 3) 
Stoddard solvent .......... 
Cleaners naphtha 


ot 12.8 
* 3 (2)13.125-13.375 
(2) 14.125-14.625 


18(4) 

Lacquer diluent 

Benzo] diluent 33.006) 
18.5(4) 

WESTERN PENNA. ioe 


12.5 
Mineral 
Spirtte 
17(5) 
16.5(5) 
16.5(3) 
17.5(5) 
17.5(3) 


On City: 
Stoddard solvent .......... 16 


Pittsburgh: 
Stoddard solvent 16(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


V.M.&P, naph WESTERN PENNA. 


(Bbis., carloads; tank car, 
Snow white 

Soft white 

Lily white 


Cream wpeeeve 
Stoddard solvent Soft yellow 


light amber . Gere y 
CENT. W. TEX. . Amber bie age 


We cess 


1 to 1.5¢ less.» 
7.125-7.75 
6. 75-1.375(2) 





ty SCULLY SIGNAL COMPANY cont %t.. 


Canadian Ucensee: EMPIRE BRASS MFG. CO, LTD. Toronto, Ontario tank installat 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York 














Day in and day out UNITED ’s fleet of 

tank cars shuttle back and forth across 
the country carrying.out UNITED’s policy of service to 
its customers. UNITED’s customers know what this policy 
means... not only the finest in 100% Pure Pennsylvania 
Lubricating Oils but also deliveries on schedule, tech- 
nical assistance and advice, and a sympathetic under- 
standing of customers’ problems... . 


Write for free, illustrated book, “A Story of Progress” 


UNITED) 





THE wortp's Fined. .100% PURE PENNSYLVANIA OIL 





MEMBER F.G.C.O.A PERMIT Mo. 24 


UNITED REFINING COMPANY, WARREN, PA. 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT AUGUST 31 


ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker 
FOB their terminals, 


92 Oct. 86 Oct. 
Reg. Gasoline 
15.4-15.7 14.15-14.6 
15.3-15.6 13-14.1 
16.7(6) 15.2(7) 
14.4-16.6 (2)13.4-14.8 
14.4 13.4 


District 


15.2(9) 
(2)13.1-13.25 
11.5-12.5 
(2)12.25-12.3 
12-12.3 
ee yt 75) 
13. 4(3) 
15(3) 
12.6 
12.6 
13.3-13.7 
13.4 
(2)14.5-14.6 
14.4 
13.7(3) 
15.3(4) 
15.2(5) 
13,4-13.7(5) 
13.2-13.6(4) 


12.9-13.35 


:(6)16. %o17.2 

- (2)14,1-15.25 
13.5(2) 
13.25-14.3 

| (2)13.25-14.3 

(2)14.4-14.7(5) 
14.7 


Charleston 
Corpus Christi 
Houston ... 
do barges 
Jacksonville 


14.4(3) 
New Haven.. 16.5(3) 
New Orleans. 13.6 
do barges . 13.6 
Norfolk 14.3-14.6 
Pensacola ... 14.4 
Philadelphia . 16(2) 
do barges . 
Pt. Everglades 14. 1(3) 
Portiand .. 6.8(4) 
Providence 18:7 (4) 
14.4-14.7(3) 


Savannah 
14,2-14.6(3) 


Tampa 
Wilmington, 
M.. OC, aces 13.9-15.35 


Gas House 
Gas Oils(* #) No, 4 Fuel 
N. ¥. Harb. 10.1 (10)$3.22-3.78 
- (10)3,19-3.68 
10.7 98 


3. 
10.2 3.25(2) 
3.19 


No. 5 Fuel 
$2.77 
14 


9.4 


Charleston 
Corpus Christi 
Houston ° 
do barges. 
Jacksonville. 
Miami .....° 


2.42 
2.39 
2.75 
Pensacola .. esse 
Philadelphia . 2.99(6) 
do barges. teks 
Pt. Everglades 
Portiand 
Pruvidence 
Savannah 
Tampa .... 
Wilmington, 
ie Se bon 


3.21(3) 
2.80 


No. 6 Fuel 
Ne Sulfur 
Guarantee 


Hi 


SSSVEH! & 


$2.28(13) ( 
2.60 

2.31(6) 

1.98 

2.32(6) 


~ 
a 
~~ 


ss 
oun 
we 


2.16(6) 


sellers to bulk commercial 
north b and ap * 
for kerosine and No 





Reg. Gasoline 


er ee os he eS 


Ships’ bunkers prices are exclusive of lighterage. 


83 Oct. Kerosine 
No. 1 Fuel(*#) No. 2 Fuei(* #) 
(2)10.25-11(14) (2)9.25-10(16) 
(2)10.15-10.9(14) — ey 9(16) 
11.3(9) 10.05-10.3(10) 
11.1(9) 9. 35-10. 1(9) 
11(4) 10(5) 
10.3 9 


(2)10.96-11.2(14) (2)9.95-10.2(14) 
11(5) 10.2(5) 
9.125-9.25 
8.5-8.625(2) 

10.65(8) 

10.2(2) 
9.95-10.1(10) 

9.1-9.3(2) 


8.7 
10.05(6) 
10.2 


10-10.25 
9.625-9.75 
11.8(11) 
11.8 

oe . 


1(8 
(2)10. 3- 10. 33(2) 
10.3 


11.05(7) 
11.1(2) 


10.85-11.1(9) 9.85-10.1(9) 


11.05-11.3(8) 
10.95-11.2(8) 
11.8(7) 
11.7(8) 


11(7) 


9.95-10.2(8) 
10.65(7) 
10.55(5) 


10.2(7) 


Heavy 
Diesel Ol1(* #) Light Diesel(#) Diesel 
Shore Piants Ships’ Bunkers Ships’ 
(50 cot., 55 d.i.) (45 cet., 45 44.) Bunkers 
10.15-10.4(7) $4.34(4) $4.01(4) 
ae cow sees 
10.5(5) 
94 


4.34(4) 4.01 
3.74(2) 
4.38(3) 
4.30(2) 


3.49 
10.6(6) axes 
10.3(2) 
9(2) 3.74(5) 
10.65(6) 
10.65(2) 


4.4735) 
4.473(3) 


3.74(3) 
4.34(3) 


10.5(5) <p 
9.7(3) 3.49(2) 
10.45(4) Heer 
10.25-10.5(7) 4.34(4) 
10.65(4) 4.473(4) 
10.7(4) aie 
10.6(4) 4.38 
4.473(5) 


10.65(5) 
10.55(6) 4.429-4.431(4) 


10.3(2) 


4.01(4) 


No. 6 Fuel 
Max. 1% 
Sulfur Barges 
(2)$2.35-2.40 
2.40 
2.44 


2)$2.35-2.43 
2.43 
2.43 


WESTERN PENNA, (T.C., in Bulk) 


White Crude Scaie: 
122-124 A.m.p. 
124-126 A.m.p. 


Melting points 
EMP. Prices are 
prices are FOB 
bbis. ; 


in bags or 


124-126 white 6 


Bers? aa 
. . 


5(4) 
5(4) 


are FAS; scale in ’ pags or bbis., 
cartons. 


N.Y. Domestic N.Y. Expert 
-1(2) 


(2)5.5-6.1(2) 


PRLLEE 
sae 


aaa 
saa 


_ 
7) 
~ 

+ OW ~303-9-3- 


. 


Prices to jobbers & distributors in tank car 
refineries, 


and/or truck 


FOB 


transport lots 
pipe line terminals and inland waterway barge 
terminals. 


Moter Gasoline 
90 Oct, Prem. 
84 Oct, Reg. 


Light Fuel Oils 
Range oil .... 
No. 2 fuel 


Heavy Fuel Oils 


No. 5, low sulfur . 


No, 5, high sulfur 
No. 6, low sulfur 
6, high sulfur 


evovese (2)13.85-14.625 
eosvece (2)12.85-13.625 


(2)10.875-11.5 
9.875-10.5 


6.75-6.9 
(2)6.75-7(2) 
5.9-6.375 
(2)5.7-6 


MEXICAN BUNKER PRICES 
j 


8. DOLLARS PER BBL, OF 158 LITERS 
Bunker O Dieset 


Salina Cruz . 


(in Ships’ Bunkers, Diesel Fuel Bunker © Puei 


or Deep Tank Lots) (P.S. 200) 


San Pedro, Calif.. 
Portiand, Ore. .... 
Seattle, Wash. .... 


(P.8. 400) 
$4.20(5) $1.80(5) 
4.41(4) 
4.62(4) 


4.62(4) 2.10(4) 


NATIONAL PETROLEUM NEWS 








Oil PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT AUGUST 31 


GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL 


octie ene ship at U. 8. Gulf, ane of 50.0 OS. Ct oe re 

» export agents, or tanker termina! operators. figure in parentheses after each 

Price indicates the number of companies quoting that price. 

Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 

paw 2-4 = he sees 19.75 41-43 w.w. Kerosine 

e 1D cove x . y 75 
Grade 91/96 , 9(2)-9.25-9.5-9.625(3)-9.75(3) 
8. . . > 8 

M 8.25(2)-8.5(2)-8.625(3)-8.75(4)-8.875 
Diesel & Gas Oils 
43-47 Diesel Index. 


93 Oct. Premium... 
12.75(3)-—12.875-13(2)—13.25(2) 
48-52 Diesel Index. 
53-57 Diesel Index. 


90 Oct. Premium... 12.25(2)-—12.375-12.5 
Heavy Fuels—Cargoes 


57 Oct. Regular .. 
11.75(3)-—11.875—12(4)-12.25 
No. 5 Fuel, 0-10 p.t. $2.60-2.65 
Bunker ‘“‘C"’ Fuel.. $1.85(7)—1.90(2)-2.00 


11.25(2)-11.375-11.5-11.75 
MIDDLE EAST CRUDE PRICES 


11(2)-11.125-11.5 
(Prices are per bbl. of 42 U. 8, gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl, differential per 
degree of gravity applies for gravities below one abeee pneee shown) 


8.375-8.75(2)-8.875 
8.5—8.875(2)-9-9.125 
8.625—9(2)-9.25 
33 Oct. Regular ... 
79 Oct. 
70-72 Oct 

Leaded ......... 10.5(2)-10.75-11(2) 


Crude Gravity 
Kuwait 31-31.9 
Iraq 36-36.9 
Qatar 40-40.9 
Arabian 36-36.9 
Basrah 

Qatar 

Kuwait 

Arabian 

Arabian 


Iraq 
Qatar 


Effective Date 
July 16, 1953 
July 16, 1953 
July 16, 

July 27, 
July 27, 
July 17, 
July 16, 
July 21, 
July 24, 
July 24, 
July 24, 


Sbest 


Leading Port 
Mina-al-Ahmadi, Kuwait 


ow 
re 


tar 
Ras Tanura, Saudi Arabia 
Fao, Iraq 
Umm Said, Qatar 
Mina-al-Ahmadi, Kuwait 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 


Fao, Iraq 

Umm Said, Qatar 
Tripoli, Lebanon/Banias, Syria July 16, 
Sidon, Lebanon July 17, 
Tripoli, Lebanon/Banias, Syria July 17, 
Sidon, Lebanon J 


Sidon, Lebanon 
Tripoli, Lebanon/Banias, Syria 


So be pe pe noe rp 
eoeon 
nN 


Iraq 

Arabian 

Iraq 
M.E. Crude Sales Arabian 
Socony-Vacuum Arabian 
Socony-Vacuum Iraq 


poporrp 
SESSSLESLEVS 


July 24, 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude a company’s require- 
ments; 2c per bbl. differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tend . For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs, Pur by Creole not subject to 


chases 
contracts with Venezuelan government are made at prices established by schedule shown below 
less lc per bbi. 


Crude Gravity API 
Bachaquero 14-14.9 
Tia Juana Heavy ..... 19-19.9 
Lagunillas Heavy ..... Fiat . 
Tia Juana Medium .... 26-26.9 . Amuay 
Tia Juana 102 L.P. ... 26-26.9 Amuay 
Tia Juana Light . Amuay 
Mara 30-30.9 Las Piedras or Amuay 
48-48.9 Tucupido 
42-42.9 Puerto La Cruz 
Puerto La Cruz 
Puerto La Cruz 
Puerto La Cruz 
Caripito 
Caripito 
Capure (Pedernales) 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted.) 
District 100/130 


19.6(2) 
19.7 
19.6 
19.6 
19.5 
18.5 
Houston, Texas 18.5 


FOB 
Las Piedras or Amuay 
Amuay 
Las Piedras or Amuay 


June 23, 


Buffale 
90 Oct. Premium 17.4 ever 


15.9(2) 
12.45-12.7(3)  «... 
11.95(3) eves 


1i.2-11.4503) 11 
ama 85a 
8 _85(2) 7.858 
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Elmira ....... 17.2 
Rochester .... 16.9 


Watertown ... 18.1 
Baltimore, Md. 15.8 
Richmond, Va.. 15.9 
Charlotte, N. C. 16.5 
Jacksonville, 
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Philadelphia,Pa, .... 
Pittsburgh .......... 


Heavy Fuel Olls—T.W. 


Neo. & 
Philadelphia, Pa. 8.22 


Discounts: 

Kerosine and Nos. 1 & 2 fuels—Seasonal 
discount of 0.75¢ allowed at Wilmington, Del., 
and Pennsylvania points; 0.5c at all other 


points, 


otes : 

Kerosine—Thru Pa, & Del, add lc per 

. for t.w. deliveries of less than 100 gals. 
at one time. Camden—Add ic for deliveries of 
100-299 gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stod- 
dard Solvent 

Effective dates: x Aug. 19; xf Aug. 20; 
x® Aug, 21. 

*This price in effect on and since June 26; 

incorrectly in Aug. 26 NPN. 
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effective Aug. 31, 1953, as posted by principal marketing companies at 


their headquarters offices 
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Stove Oil—T.T. prices are for deliveries of 400 


than 40 he ’ 

* Standard No. 2 Burner Oil. 

+ Effective Feb. 16, according to company 
correction. 
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Dallas, Tex.. 
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T.W. prices are to all classes of dealers 
consumers. 


» but subject to later correction. 


1/20c; Fila. 1/8c; IM, 3/100c; Ind. 
; Minn. 5/ ; Mo. 1/25c; Neb, 2/1000; 
. 1/200; Okla, 2/25¢; 3. C. 1/8c; 8. D. 
3/100c. 
: Ala, 1/2c; Iowa 1/50c; Mich, 1/5c. 
Esso 
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Newark, N. J. 
3.600 gals. & over... 
Steel eecocccese 
Baitmore, , 
3,600 gals. & over... 
Steel Dbis, .......... 
Washington, D. C. 
100-499 gals. ....... 
500-3,599 gals. 
3,600 gals. & over... 
Steel bbis. ...... 


i 
ste 
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No.4 Neo. ¢@ 
$3,744 $2.836 
3.79 2.85 
2.89 


No. 
Atlantic City, N.J. 14. 
Newark 14 
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Spartanburg ..... +--+; 13.5 ose eeee 
Taxes: Louisiana kerosine prices do not in- 
clude ic state tax. 
Discounts: Summer-fill discount of 0.5c al- 
lowed on kerosine and Nos, 1 & 2 fuels. 
Notes: Kerosine No. 1—Atlantic City prices 
for deliveries of 300 gals. or more; add 1c for 
. 2c for less than 100 gals. 

No, 6—Washington price is for min, delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 


(Prices are per imperial gal.; te 
IMPERIAL arrive at price per U. 8. 
On subtract 1/6th.) 
Esso 
(Regular Grade) 
Dealer Gasoline 
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Tank Wagon Prices (Continued) 


a/v o/¥ 
Mobilgas (Regular Grade) Mebiifuei Mobithent Ne.4 Ne. 6 
Coms. Dir. Cons. Dir. 


Taxes T.W. T.W. 
New York City: 
seat 16.2 
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Fuel) Fea Fea 
r.W. T.W. TW. 
11.21 
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Taxes: N.Y.C. prices are ex 3% city sales Syracuse 
Uiscounts: Mobil Kerosine & Mobilheat—New York Ci 
only to deliveries of 300 gals. or more; all prices ( 

Mobilfuel Diesel—New York City (Kings & Richmond) 

subject to 0.5¢ discount on deliveries of 800 gals. or more; 

wagon prices subject to additiona] 0.5¢ discount on deliv: of 800 gals. or more 
Notes: Jamestown T.C. prices are delivered prices: all other T.C. prices 

*This price in effect on and since June 24; shown incorrectly in Au 
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bangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more. 50 to 99 gals. add 1c per gal., 1-49 gals. add 2c per gal. 
 nygene Asati at T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals., add 2c; less than 150 


wn (third grade) gasoline prices are same as X-Tane unless otherwise noted. 8.8. prices are at company-operated stations. 
INDIANA STANDARD 


wagon prices listed below were obtained NPN correspondents who visited Standard 
of Indiana bulk plants where the company's prices are publicly posted. 
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STATISTICS 





Midwestern Lubricating Oils Dealer and Service Station Prices for Regular-Grade 


(Compliied by Western Petroleum Refiners Assn. from figures of 12 Gasoline in 50 Representative Cities*** 
reporting , figures in bbl, of 42 gal.) 
Steam AUGUST 1, 1953 
Re- 
fined Blended 
Stock Oils Dealer (Ine. 2e Station 
JUNE, 1953 City Margin¢ federal tax) (Inc. Tax) 
Production .... 217,412 211,355 383,899 349,500 128,380 16,499 580,062 Average United States . 29.61 
Shipments: ; Portland, Me. 28.70 
mestic ... 258,154 250,584 505,663 444,299 122,273 11,422 580,421 Manchester, 23.90 
Export 6,605 2,989 5,707 5,614 484 752 17,970 Burlington, 29.80 
hiyetOTAL «+ 264,848 253,573 511,370 449,913 122,757 12,174 598,391 Boston, Mass. 
nventory 
June 30 .... 408,055 336,965 572, 211 465,437 116,811 28,101 499,930 Hartford, Conn. 
Days Supply .. 41 42 32 Buffalo, 'N. Y. 
JUN roid New York, a z. 
Production .... 284,506 238,562 283, 253 374,268 109,436 17,840 546,126 pn tee N, 
Shipments: elphia, Pa, 
Domestic ... 335,569 281,963 557,911 465,095 103,760 19,291 498,142 Dover, Del. 


Export 22,225 16,054 20,316 17,595 1,278 3,958 89,557 Baltimore, | . 
TOTAL ... 357,794 298,017 578,227 482,690 105,038 23,249 587,699 Charleston, W. 


Norfolk, Va. 
. 379,642 267,822 806,944 665,748 143,543 33,033 435,495 Charlotte N. C. 
36 33 44 42 7 


8! 
33 


Days Suppl y 
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Jacksonville, ” Fla. 
Birmingham, Ala. 
be ne ‘Miss, 
Pennsylvania Lubricating Oils at Refineries a ae 
(Compiled by National Petroleum Assn, from reports of companies re- Yonngstown, Ohio 
fining Pennsylvania Grade crude oil, Figures in bbl. of 42 U.S. Gal.) Chicago, ti. Ind. 
Detroit, Mich. 
Milwaukee, Wisc. 
Twin Cities, Minn, 
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1. Raw Long residuum ....... 

600 steam refined stock .... 201,449 140,498 205,217 

Other steam refined stock .. . 141,205 33,111 

Finished dewaxed long 

residuum 

Bright stock 

Viscous neutral, below 180 vis. 

but not below 142 vis. @ 100 . 136,430 63,172 142,316 New Orleané, La. 

Viscous neutral, 180 vis. @ 100 Houston, Tex. 

330,565 140,996 305,995 Albuquerque, N. M, 

Denver, Colo. 

Casper, Wyo. 

Butte, Mont. 
Boise, Idaho 
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Pennsylvania Oil Other Than Lubes at Refineries 


(Compiled by National Petroleum Assn, from report of all region 
refiners, Figures in bbi.) 
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Jane 30, May 31, 
1953 1955 


1. Naphthas & Gasoline * Includes city tax of ic per gal. 

(1) Straight run, unblended and/or unleaded, ** Includes city tax of 0.5c per gal. 
for sale as motor fuel ... 4 *** API figures as reported by The Texas Co. 

(2) Naphtha and gasoline, for sale ‘tor blending t Editor’s Note: Where there are price wars these indicated margins 
or further refining or held at refinery for do not necessarily show what the dealer is actually realizing per gallon 
tow distillation, reforming, blending or of gasoline sold. Special allowances temporarily are being granted to 
leadin some dealers hit by the subnormal retail prices. 

(3) Below” 65 octane, t Applies to deliveries of 400 gals. and over. 

(2) above 

Salabie ‘naphthas « 

a na| other than motor fuel mate- 

_ Fial (does not include refinery process naphthas) Production of Natural Gasoline 

ne 

. 36/40 gas oll (include furnace oil) (Bureau of Mines figures in bbi., 000 omitted) 

. Fuel Oi] (not reported above) 

. Oils held as cracking plant charging stocks. . 

. Non viscous neutral 

oo distillate ..... 
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Net Stocks of Pennsylvania Crude Oil 
(Compiled by National Petroleum Assn. Figures in bbi.) 
June 30, May 31, dune 30, 
1953 1953 1952 


, 372,212 
1,795,290 1,797,186 1, 553,547 
2,245,792 2,169,398 1,939,646 





bs .u8 


- 
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*Colorado and Utah gasolime products included with Wyoming. ° 
** Michigan included with dilinois. .: «=» 
+t Nebraska included with Kansas. 
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DISPLAYED: Advertisements set in special type or with border— 


' por ost 
UNDISPLAYED: “For Sale", " 


$7.50 per insertion. 





CLASSIFIED 


“Positions Wanied’ ooh paaty 2 pet. Mints charge $9 Pet insertion. 
‘For Sale", “Wanted to Buy", “Help Wanted”, RT. AK, 5 alco 
or an! an 

‘Business iicoclicn sees classifica- 


(Genii est ta 50 tie en ee tee dt eee ee Minimum 


by Wednesday 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements. 





Position Open 


MAJOR OIL company distributor requires 
salesman familiar with oi] business. 
P.O. Box 763, Trenton, N. J 


Position Wanted 


POSITION WANTED: OPERATIONS MAN- 
AGER, 49, College, 21 years experience execu- 
tive staff administration, transportation costs 
involving pipe lines, transport trucks, barges 
and rail, plant site selection, supervision and 
management deep water, barge and pipe line 
terminals including personnel, its related prob- 
lems and labor negotiations. Box 818. 


Business Opportunity 


ESTABLISHED MANUFACTURER’S 
covering Minnesota, Wisconsin, Iowa and 
Dakotas can handle two more lines in fuel oil 
heat, L.P.G. or Service Station equipment 
field. Contact Jobbers only. References. 
Box 819. 


Wanted To Buy or Lease 


Wanted to Buy 


WANTED TO BUY: ONE 3000 to 3500 gal. 
semi tank trailer with air brakes. One 4500 
gal. tandem semi tank trailer with air brakes. 
Give size, price & location. Box 815. , 


WANTED TO BUY: WOULD LIKE TO BUY 
jobber or distributorship for major petroleum 
products in Michigan either upper or lower 
peninsula. Prefer one with several owned 
outlets. Write all particulars to Bex 817. 


For Sale 


FOR SALE: ae ee 3 COMPART- 
MENT Col b d on 1950 L-160 
Int., complete — pump, meter, and 
hose reel, all in good condition. Price 
$2,000.00. King & Keeney, Inc., 5515 West 
Smithfield St., Boston, McKeesport, Pa. 





For Sale 


FOR SALE: MAJOR OIL. COMPANY distribu- 
torship. Thirteen station out-lets, good farm 
and drilling rig trade. Commission basis. 
North Centra] Texas. Box 816 


FOR SALE: 1,000 GALLON HEIL 4 compart- 
ment skirted tank truck and all equipment on 
K-5 International $1,200.00; 1200 gallon ¢ 
compartment skirted tank truck and all equip- 
ment on 1947 Ford COE $1,150.00. Both in 
excelient condition. Fuel Service Corporation, 
P. 0. Box 765, Salisbury, Marylend. 








FOR SALE 
3 NEW 20,000 GALLON CAPACITY 
Horiz. 10°6” x 31'4,” Steel storage 
tanks. $1,645.00 each at Newark, New 


STEEL STORAGE TANKS 
Railroad Tank Car Tanks 
6,500 to 12,000-Gal. Cap. 
Coiled and Non-Coiled 
Cleaned—Painted—Tested 
Heavier—Safer—Cheaper 
Other Tanks Too 
Also—Complete Tank Cars 
8,000 and 10,000 Gal. Cap. 


Marsha 8 I ciehent § cone te 


WANTED TO LEASE OR BUY FILLING 
stations in the South. Prefer large traffic 
with big frontage, Central locations with less 
traffic in towns of 5,000 to 15,000 will be con- 
sidered. Write all particulars to Box 808. 





Jersey and Springfield, Mo. 
gallon R.R. car tanks §690.00 each 
New Jersey. Lestan Corp., Rosemont, 
Pa. 


6—8000 
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Europeans Pay More for Oil 


(Continued from p. 55) 


ure, this dollar cost would have ranged from $25 to $44 
million, FOA said. 

Increase on the cost of products to be sold for dollars is 
figured at $12 to $14 million, the agency added. 

“After a period of confusion, posted prices for 36-degree 
API gravity crude have apparently settled down to an in- 
crease of 10c at the Eastern Mediterranean pipe line ter- 
minals; 17c at Fao, Iraq, at the head of the Persian Gulf; 
22c at Kuwait and Ras Tanura, Saudi Arabia; and 25c 
for the small quantities of high quality crude which are 
shipped from the Sheikdom of Qatar,” FOA noted. 

Because U. S. companies own more pipe line facilities 
and price at terminals went up less, FOA said the average 
increase for American company oil is 16c per bbl., com- 
pared to 19c for British oil. 

Apparently, said FOA, Jersey Standard first raised its 
Persian Gulf prices by 25c per bbl., then calculated the 
differential between Persian Gulf and pipe line terminals 
so that crude oil from either loading point could arrive 
in Northwest Europe at the same delivered price, “at the 
spot market tanker rate of approximately USMC minus 
51.5%.” 

The agency said Caltex also was “ ’ of “current 
freight rates” but of “a different family of rates — five- 
year time charter rates.” 

FOA continued: Persian Gulf-pipe line terminals’ dif- 
ferential is such that, at Caltex FOB prices, crude from 
either loading point could arrive in Northwestern Europe 
at same delivered price, at a five-year time charter rate 
of approximately USMC minus 37%. 

“Furthermore, at the Caltex FOB price, crude shipped 
at the same freight cost from the Eastern Mediterran- 
ean would deliver in New York Harbor at the same price 
as Texas crude oil,” FOA calculated. 
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FOA said quotations at both Eastern Mediterranean 
and Persian Gulf “would have been several cents lower”’ 
if “London Award” rates—now averaging USMC minus 
19%,—had been used. 

“A reduction in the ‘London award’ rate is, however, 
likely to take place within the next few months, bringing 
the award freight rate and present prices more nearly 
into line,” the agency predicted. 


Increased Oil Products Cost to European Consumer 


Fiseal Year 1954 
Total increases* June 15-30, 1 
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Weighted average (2 
*Low of Platts quotations ai U. . Galt posts. 


Oil Price Index Unchanged 


The Bureau of Labor Statistics reports that increase 
of 11.8% in the price index for natural gasoline for week 
ended Aug. 25 was not of sufficient weight to change 
over-all index. Complete index, based on Platt’s Oilgram 
quotations, is shown below for weeks ended on dates in- 
dicated (1947-49 equals 100): 

% Change 
Aug. 18 
te Aug. 
25, 1953 











CLOSING A SALE—"If the price is right, are you ready to 

make a deal right now?” That's Walt Miller's approach. Re- 

cently $9,000 monthly tire and tube volume was reached at 
a 43,000-gal. station 


FIFTEEN-MINUTE lubrication jobs are exploited by Walt Miller. Ordinarily he 
tries to get the customer to watch the lube show 


64 


How to Wake Up 
Station Men 
On TBA Sales 


Sales training programs of Union Oil Co. of Cali- 
fornia are paying off in more TBA and oil product 
sales by dealers. Three station operators have been 
giving an outstanding boost to TBA quotas. The se- 
cret of their success—product knowledge and being 
constantly on the watch for the motorist’s needs. 


By FRANK BREESE 
NPN Staff Writer 


Last month, Walt Miller checked 
the records of his Beverly Hills, Calif. 
station against the company-set goal. 
And this is what he saw— 

Union Oil of California sales ratio: 
$93 of allied sales per 1,000 gal. of 
gasoline. 


Walt Miller’s sales: $315.44 per 
1,000 gal. 

Having pumped 43,000 gal. that 
month, Mr. Miller’s volume of allied 
sales was $14,463. 


Union Oil’s sales ratio is more 
extensive than a straight TBA ratio 
used by some companies in that it 
includes motor oil and lubrication. 
The objective is to achieve “balanced” 
sales. 

Based on the average needs of a 
customer during the normal consump- 
tion of 1,000 gal. of gasoline, the 
sales ratio represents the merchandise 
and services a dealer can reasonably 
expect to sell a motorist during this 
period. (See Nov, 26, 1952, NPN, 
p. 87, for an article on Union Oil’s 
balanced sales program.) 


Gives Men Incentive—Mr. Miller 
has used a number of sales tech- 
niques in making his sales records. 
Some are new, some are old, but 
all are effective. 

Tires and tubes yield Walt Miller’s 
fattest earnings among allied sales. 
His monthly average of $209.30 is 
far above the company’s minimum 
goal of $22 and dealer average of 
$28.50. 


His lube service ratio also is ex- 
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TIRES-BATTERIES-ACCESSORIES 


ceptional, and his battery revenue 
is much better than par. 

Walt is an enthusiastic tire sales- 
man, but even more important in his 
success is the way he has instilled 
that spirit among his men. He does 
it with a commission incentive added 
to the salaries. 

“The only reason men work is for 
money,” philosophizes Walt. “If they 
can make a nice living and still work 
in a pleasant atmosphere, they’re 
content. So, to hold men, you have 
to pay them enough.” 

Quota for Each Man — Each of 
Walt’s men has an individual quota. 
When he reaches that figure, he 
starts drawing a commission. After 
meeting his quota several months in 
a row, the quota goes up; but so 
does the percentage of commission. 

Night-men have smaller quotas 
than the day shift, and they receive 
better commission percentages. 

He gives a new man a big quota 
and then helps him as much as pos- 
sible. For example, a typical start- 
ing quota might be $1,000 a month, 
on which the salesman would receive 
5% commission. Later, the quota 
might be raised to $1,500 or $2,000; 
and the commision would go up to 
7% or 8%. 

Walt reported that because of the 
high volume, his men make top 
service station wages in the area. 

Trains His Men—Sales training is 
an important part of his program. 
At least one or two days a week, 
he has each of the men work with 
him at the pump blocks. 

“I try to set them a good example,” 
he said. “And it’s surprising how 
men will pick up your habits after 
they’ve worked the front with you 
awhile. 

“I don’t make any spiels about sell- 
ing. I drop hints. If the boys run 
into trouble, I try to tell them why. 
If a man loses a tire sale, for in- 
stance, we talk it over. And I try 
to show him why he lost it.” 

Five Point Selling Plan—Tire sales, 
the biggest part of allied income, are 
pegged to a five-point method: 

1. He carries a full line of tire 
sizes. “If you don’t have the right 
sizes when you need them, your sales 
talk will only cell tires for your com- 
petitor,” said Walt. “I’ve made a 


The Cover 


This week’s cover picture 
shows a typical week-end vol- 
ume of merchandise and serv- 
ices at a Union Oil of Cali- 
fornia lessee station at Sacra- 
mento. The display represents 
about $500 in sales. Left to 
right in the photo are: Manager 
Wendell Wilson, Al Snyder and 
Darrell Phillips (cee article on 
these pages for details). 
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WHEEL BALANCING jobs come from conversational leads at Pinney-Storm station. 
If a motorist complains about weaving or thumping, attendant immediately suggests 
putting the offending wheel on the balancer 


SHOWMANSHIP—When Batteryscope reads “bad” motorists don’t argue much, 
Joe Pinney, Ellensburg, Wash., dealer observes. The unit is used as a sales device 
by hanging it in the window of the car so a customer can see the condition of his battery 
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strong talk, not had the right size, 
then had the customer come back 
with new tires on his car and tell 
me, ‘I couldn’t wait. You had me 
worried.’ ” 


2. He has the equipment and men 
to change tires fast. 


3. He makes a “best” price which 
includes trade-in and taxes. 


His men know the lowest prices 


How A Dealer Beat His TBA Sales Quota 


All figures are in term of dollars per 1,000 gal. of gasoline 


Company Dealer 
Item Minimum Average 


Lubricating oil wie ... .$22.50 $ 25.00 
Grease 45 : pe: PA ee 3.50 5.50 
Tires and tubes . Be sg 28.50 


Walt Miller 
Sales 


$ 17.50 
2.79 
209.30 





they can offer. But to close the 
deal, Walt can go under their prices. 

4. The price is for right now, 

“This is most important,” said 
Walt. “Our position with respect 
to the customer is this: ‘If the price 
is right, are you ready to make a 
deal?’” 

“If a customer goes off to discuss 
it with his wife or think it over, he 
may never come back. And as for 
the ones who go-around getting quo- 
tations here and there—99% of them 
never come back. That’s why I 
say: ‘The price is for right now’.” 

5. Customer satisfaction brings 
new customers. “When a sale is com- 
pleted, we give the customer a busi- 
ness card and invite him to send 
his friends in if he is satisfied with 
his deal. We get about 25% of our 
business that way” Walt estimates. 
“Just this morning a man came in 
who had been sent by a man I sold 
a set of tires three years ago.” 


Walt hit the peak of tire sales in 
1951 when he sold more than $15,000 
worth a month at the Beverly Hills 
Station. Sales were partially stimu- 
lated by the buying surge induced by 
the Korean war. 


pS ao era 
Spark plugs .... 

Oil filters _.. ig 
Other merchandise 
Lubrication services 
Other services . 





seeeees 


(eal ad 


an 
© 
7 
s 


7.50 
5.25 
6.75 
19.00 
15.50 
12.00 


$125.00 $315.44 








A SURVEY of Union Oil's dealers showed their TBA sales to be averaging about 
one third more than the goals set by the company. Walt Miller, in turn, sold nearly 
two-and-a-half times more than the dealer average 


Lube and Service Sales—Lubrica- 
tion and service sales are based on 
a combination of careful follow-up 
and showmanship. 

“We use the phone and ‘reminder’ 
eards for follow-up,” said Walt. 
“Every morning, I send out cards, 
and usually write a personal remark 
on each of them. 

Then I make out four or five notes 
about people who need a follow-up 
and hang these by the phone. If 
we get a slow hour, we call these 
people, and almost invariably hit a 
couple. 

“Showmanship helps, too. We try 








BISHMAN Automotive Service Equipment 
BUILDS BUSINESS. Every item in 
the BISHMAN Line is de- 


The easy way to do a hard job! 
For any tire up to 12” includ- 
ing truck and bus tires. Foot 
operated 2-ton hydraulic jack 
spreads tire any degree up to 


Ask your Jobber or write. 
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to keep the customer there while 
we lube a car. Two men can give 
a lube in 15 minutes, so we put 
on a good, quick show. 

“And while the customer is still 
there, you have a good chance to 
try some visual selling. You can 
show him smooth spots on his tires, 
pull a plug for him, or let him see 
how his battery tests. That’s the 
way we like to sell.” 


Recently Walt Miller added a sec- 
ond lube hoist. Since then, his lube 
business has increased from $1,100 
a month, to over $2,000. 

Walt said he drills his men to 
give friendliness with service. 

“Service by itself isn’t enough. 
You can have five men working on 
a car, but if they’re cold and silent, 
it doesn’t do any good as far as 
selling goes.” 

Walt said they dust every car 
that drives in the station as part 
of the routine service. 


Walt’s Beverly Hills’ station is a 
24-hour, rebuilt, two-island unit on 
a corner with two other major sta- 
tions (Standard of California and 
Richfield.) He also has three oth- 
er Union stations. 


No Service Is Free 


Walt Miller is not the only Union 
Oil dealer who surpasses the recom- 
mended quotas. 


Up in Ellensburg, Wash., Joe Pin- 
ney and Warren Storm have made 
a specialty of selling fan belts and 
batteries. They have a 30,000-gal. 
a month station which derives much 
of its gallonage from motorists driv- 
ing Highway 97 between Seattle and 
Spokane. 


Their sales ratio for oil, tires, and 
batteries is $175 per 1,000-gal., com- 
pared with the company target of 
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IF 1T’sS 
RAINING 
—a perfect 


wiper! IN FREEZING 


ROAD SPLASH 
—it sheds 


the ice! 
For the first time in automotive history, here is a self- 1 J, 7 f 
de-icing, non-clogging Wiper Blade for winter driving 
wherever there’s snow, sleet or freezing roadway slush. 
Ice-repellent hood flexes to shed ice and ward off clog- 
ging snow... keeps soft-rubber wiping edge free for per- 
fect wiping action. It can’t stiffen. 
Can be snapped off and stored in glove compartment when 
the driver wishes to replace it with his standard Trico 
Rainbow or Triple-Action Blade for summer driving. 


iF it’s 
SNOWING 
—it can’t 
clog! 


Trico Products Corporation, Buffalo 3, N. Y. 








new COOPER MILE-MASTER 


earns easier dealer truck tire profits 


... increases mileage as much as 45% 


The new Cooper Mile-Master opens wide the door to more 
sales, bigger and easier profits. It’s a truly masterful truck 
tire — and its ability to deliver increased mileage up to 45% 
is more than just another thin-air statistic. It’s an honest fact 
— already proved by America’s best known truck fleets. Dealers 
go ahead . . . when they go Cooper. The new Cooper Mile- 
Master is a typical reason why. Write for complete details about 
a Cooper franchise for your market. 


Here’s why it’s easier to sell the Cooper Mile-Master 


New Shock-Guard Construction: New Flat Contour Tread: More 


(1) Extra layers of cushioning and 
(2) full double cord breakers guard 
against high heat flexing, bruises, 
breaks, blowouts. Result: Cooler 
running, fewer failures. 


New Controlled Growth Rate: 
More recaps, better recaps. New 
Shock-Guard construction cushions 
away cord-stretching shock and 
strain. Cooper Armored Rayon-Cord 
fights fatigue and excess growth. 


rubber on the road, more contact 
area to carry the load. More stop- 
ping and starting power. More sta- 
bility for the vehicle. Far less 
danger of uneven tread wear. 


New Mile-Master Rubber: A com- 
bination of micro-fine carbon black, 
premium grade natural rubber and 
triple-mixing. Defies wear, heat, 
cracking. Gives mileage increases 
up to 45% (honestly). 


COOPER TIRE & RUBBER COMPANY, Factories at Findlay, Ohio 


°* Tubes °* Batteries * Camelback * Repair Materials 


\ 
. \ * 


Uj 
YY p 
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STATION LESSEE Walt Miller stays on selling job at the island. Phone calls are screened so he can spend more time working 


$93 and the dealer group average of 
$125. Here’s the way their sales com- 


pare: 


Pinney 


Company Dealer Storm 


Item Minimum Average 
Lubricating 


oil $22.50 $25.00 
Batteries 8.00 7.50 
Tires and 


tubes 
* 19 gal. 


In addition to this, they have av- 
eraged 400 fan belts a month for 
the past six years—4,800 a year! 


Island Selling—-Dealers Pinney and 
Storm have achieved their figures by 
concentrating on island selling, they 
reported. Ellensburg has only 8,000 
people and 54 stations, so local sales 
couldn’t possibly balance the high 
gasoline volume. 

Here’s the way Mr. Pinney de- 
scribed their sales technique: 

“We sell 85% of our stuff on the 
driveway by going after sales from 
the service end. There’s nothing new 
or different about our sales methods 
at the island. We check the oil, roll 
fan belts to look for cracks and in- 
spect radiators.” 


The “Battery-Scope”—Of their an- 
nual $12,000 battery sales, 75% are 
made at the island. Again, close 
inspection is the key. 

“You can usually tell what condi- 
tion a battery is in just by looking 
at it,” said Mr. Pinney. “If it looks 
like it has been in the car quite a 


$32.00* 
33.30 


22.00 28.50 40.00 
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and selling 


while, we test it. We look especially 
for original equipment batteries in 
cars that are less than two years old. 

“We always check the water. If 
the water’s low, particularly if one 
cell is low, we put the tester on it.” 

They call their tester a “battery- 
scope” and put on a little act with 
it. They hang it on the window so 
the customer can. watch the needle. 
“When the battery-scope reads ‘bad’, 
they don’t argue much,” observed 
Mr. Pinney. 

Store Competition—When custo- 
mers argue that they can get a 
cheaper battery with a longer 
guarantee from a mail order house 
or store, the dealers have a pat 
answer: “Let’s say you buy a- bat- 
tery with a 24-month guarantee. A 
store is open only in the daytime. 
We're open 18 hours a day, seven 
days a week. With us, your guaran- 
tee is good any hour of the night or 
day. Compared to a 24-month guar- 
antee from a store, we give you 
five years of guarantee hours.” 

“Free” Road Service—aA sales pro- 
motion and advertising campaign 
supports their local business. They 
sponsor six radio commercials week- 
ly, buy newspaper advertising, and 
have nine separate listings in the 
telephone book. 

In their advertising they offer free 
road service. : 

This road service, they say, hiked 
their business 12% in the first six 
months. 


Principle of the “Roadside Service 
Plan” is that a customer receives 
a “Roadside Service Certificate” 
which gives him 24-hour protection. 
If his car is stalled, he calls the 
station or alternate number, and 
someone immediately goes to the 
rescue. 

“Actually there’s nothing free 
about it,” commented Mr. Pinney. 

He related the case of a man 
three and a half miles out of town 
who heard about the service on the 
radio. When his car wouldn't start, 
he called, and Mr. Pinney responded. 
He sold the man a battery, a volt- 
age regulator, generator, oil drain, 
flush, filter, spark plugs and gaso- 
line (total bill, $90). The grateful 
man became a steady customer. 

“That’s what I mean by no free 
service,” said Mr. Pinney. 


Couldn't Sell At Island 


Another service station that has 
exceeded Union’s sales targets is the 
O’Neil Brothers’ Sacramento station 
at 46th and H. 

Under Manager Wendell Wilson's 
supervision, the men have made a 
specialty of selling accessories. They 
boosted sales from $10 and $12 a day 
to $50. Service work has increased 
too, Union Oil reports. 

Gasoline volume is also unusually 
high. A two-pump station, it aver- 
ages 40,000 gal. a month. The lo- 
eation is good, facing a main route 
to residential] sections east of the 
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city; but it’s not on a big-traffic 
artery. 

The accessories sales spurt was the 
result of a campaign by the O'Neil 
brothers to increase island sales at 
their four Sacramento stations. Men 
from the stations received instruc- 
tions at weekly meetings and were 
given demonstrations at the stations. 

“In the beginning, everyone had a 
negative mind,” said Mr. Wilson. 
“The first day the fellows said it 
wasn't possible to sell in volume at 
the island. Well, we sold three 
cases of polish that day by showing 
people they needed it. Then every- 
body got sales conscious. We kept 
on with the same idea, showing 
people why they needed things.” 

So volume jumped from $10 a day 
to $50. The key to it is this, said 
Mr. Wilson: 

“ . . If you want to sell, you 
have to ask the customers to buy.” 

In back of each of these cases is 
heavy emphasis on salesmanship. 
Yet the most neglected phase of 
TBA selling today is salesmanship 
itself, according to a group of Union 
Oil sales representatives recently 
polled by the company. 

Remedies they recommended are: 
training, product knowledge and 
familiarity with prices, especially in 
the case of tires. 


Pennsylvania Transfers 


T. C. Johnson and R. B. Faulkner 
have been named assistant sales man- 
ager and national credit manager, re- 
spectively, at Pennsylvania Tire Co.’s 
home office in Mansfield, Ohio. Mr. 
Johnson is former sales representa- 
tive for the company’s factory zone 
division and Mr. Faulkner is a new 
member of the firm. 


Mr. Harrison Mr. Stenger 


Mr. Roberts Mr. Lewis 


Goodrich Changes 


Changes in the B. F. Goodrich 
Co.’s Tire & Equipment Division in- 
volve W. S. Harrison and Gilbert F. 
Stenger. Mr. Harrison has been 
made manager, auto and home sup- 
ply sales, succeeding C, T. Morledge, 
appointed general manager, mer- 
chandising, for the division. Mr. 
Stenger is the new manager of bat- 
tery sales for the Tire & Equipment 
division. 

As reported in NPN, Aug. 5, Harry 
Roberts has been made the new head 
of Goodrich’s petroleum company 
sales department. He succeeds Ed- 
win J Lewis, appointed manager of 
Goodrich passenger tire sales. 


nother 
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THE ERIE ENAMELING. COMPANY 
e ERIE, PENNSYLVANIA 


1403 W. 20TH ST. 


Auto-Lite Promotions 


William F. Connolly has been pro- 
moted to Eastern division manager 
for the Spark Plug Division of the 
Electric Auto-Lite Co. Charles J. 
Murphy replaces Mr. Connolly as 
Boston district manager. Mr. Con- 
nolly joined the company seven years 
ago and was territory representative 
in St. Paul, Minn., until 1949. Mr. 
Murphy joined Auto-Lite in 1938 as 
a territorial representative, was ap- 
pointed Northeastern special repre- 
sentative in 1949. 


Charles M. Dunlap, veteran official 
at the Auto-Lite Battery Corp. in Ni- 
agara Falls, N. Y., has been made 
manager of the Vincennes, Ind., plant. 
He joined the company in 1918 when 
it was the U. 8S. Light and Heating 
Co. He was made plant controller 
and office manager at Niagara Falls 
in 1941. 


Wilco Names U. S. Sales 


United States 
Sales Co., Bell, 
Calif., has been 
appointed manu- 
facturers’ repre- 
sentative for Wil- 
co Co., Los An- 
geles, automotive 
products. It will 
offer the prod- 
ucts to automo- 
tive jobbers. Wil- 
co’s chemical and 
windshield serv- 
ice items previ- 
ously have been distributed only 
through Service Station Supply, a 
division of Wilco catering to service 
stations. Manager of U. S. Sales is 
Vv. E. Gillespie, formerly district 
manager of Service Station Supply. 


Mr. Gillespie 


Ephrata, Pa. 
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CUSTOMER receives prompt service at this Huber station. Philosophy of company is to give motorists good, fast service and 
sell him before he changes his mind. A id a budget plan is available because .. . 


Selling on Time Boosts TBA Volume 


By MARVIN REID 
NPN Staff Writer 


The Huber Oil Co. has put a budget 
plan to work on TBA and has built 
its volume to $7,500 monthly. 

All of which means this Lake 
Charles, La., jobber follows the phil- 
osophy of “giving customers what 
they want, the easy term way—and 
as quickly as possible.” 

In addition, the company: 

1. Ties TBA advertising in with 
its dealers to keep their names before 
the public. 

2. Holds dealer meetings two or 
three times a year to discuss TBA 
sales strategy. 

3. Keeps a continuous check on 
dealers, to see that TBA stocks are 
kept complete. 

4. Designs its own stations to en- 
courage TBA trade. 

Finance Plan—_Harry Huber, com- 
pany head, believes his dealer and 
consumer budget purchase plan is 
primarily responsible for boosting 
sales. 

Here’s how his budget plan works: 


SEPTEMBER 2, 1963 


He develops a list of the different 
tire and tube sizes a dealer should 
carry, in order for the dealer to make 
any possible sale on the spot, with- 
out having to reorder. 

Then he sells the original stock 
to the dealer on credit, provided the 
dealer agrees to buy replacement 
stock from Mr. Huber as soon as he 
makes a sale. No interest is charged 
to the dealer. 

The dealer also is allowed to pur- 
chase the replacement stock on credit. 
For the original stock, there is no 
time limit as to when the dealer has 
to pay his bill. It is the dealer’s stock 
in every respect, however, and is not 
a consignment. 

On replacement stock, the dealer 
is required to pay by the 10th of 
the month following the purchase. 

He does not offer any plan such 
as this on battery and accessory items 
—just on tires and tubes. 

Customer -—The next step 
in the “easy terms” plan is for the 
motorist. 

The dealer takes a prospective cus- 
tomer’s application for a credit pur- 


chase, and submits it for approval 
to Huber Oil. 

If approved, the dealer is allowed 
to sell the customer TBA items at 
10% down, with the balance paid 
over varying periods of time, depend- 
ing on the amount of purchase. 

After making his credit sale, the 
dealer brings the customer’s applica- 
tion blank to Mr. Huber, and receives 
the full sale price, less the down pay- 
ment. 

Collecting Delinquent Accounts — 
The customer's debt is then carried on 
the books of the Huber Oil Co. If 
anybody loses, it will be Mr. Huber, 
not the dealer. 

The customer makes his payments 
to the dealer. If a customer gets be- 
hind in his payments, Huber Oil Co. 
does the collecting. Mr. Huber and 
one of his long-time employes handle 
all delinquent collections. All the deal- 
er does is accept the payments. 

For this consumer budget plan, 
there is a 10% carrying charge to 
the auto owner. 

Mr. Huber uses his own knowledge 
of his dealers to determine good cred- 
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24,000-GALLON station of Huber Oil ha’ 


it ricks, and he alco uses a local cred- 
it report organization, both to check 
on dealers and consumers who apply 
for credit. 

“By screening consumer applica- 
tions carefully, and with a small 
amount of collection followups, we 
have had few losses on our budget 
set up,” Mr. Huber declared. 


He pays about $7.50 to $10 per 
month to use the local credit report 
organization, which he thinks is plenty 
cheap considering how much he uses 
it. 

The “paper work” of his plan isn’t 
too great—he has one bookkeeper 
who also handles credit records—and, 
despite his present volume, Mr. Huber 
seldom has more than $4,000 tied up 
in consumer credit accounts. 


Not All Dealers Can Use Plan— 
Mr. Huber doesn’t give each and every 
dealer an opportunity to use his bud- 


vine 
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get plan, and he screens consumer 
applicants carefully. 

He must know the dealer well be- 
fore he makes his plan available to 
him. He wants a line on how prompt- 
ly he pays his bills, and how he meets 
his other obligations. 


“One of the things I watch for is 
the dealer who has a habit of writing 
NSF (non-sufficient) funds) checks, 
even if he makes them good later,” 
Mr. Huber said. “Chances are he won’t 
change his habits with me, so I don’t 
want to be bothered with him.” 


TBA Exclusives—To keep his TBA 
program operating smoothly Mr. Hu- 
ber believes in rewarding his dealers 
for handling his TBA line exclusively. 

For instance, he doesn’t encourage 
TBA accounts that do not buy other 
products from him because “. . . I 
don’t believe in giving my boys that 
additional competition.” 


s ie 


a tire-service bay. It is called a “‘church” type station because of the spire on the top 


Twice Weekly Deliveries—One of 
his delivery trucks visits each of his 
stations at least twice weekly, to 
make gasoline and light oil deliveries, 
and make TBA stock replacements. 


The dealer is put on a definite 
schedule, and knows just what two 
days of the week to expect the de- 
livery truck. He will usually call in 
to say how much premium, how much 
regular, etc., he needs, and if he 
doesn’t, the driver calls him before 
making the delivery. 

“We keep our delivery costs on 
both light oils and TBA down this 
way,” Mr. Huber caid. 


“In other words, the gasoline truck 
makes the gasoline dump and de- 
livers TBA items at the same time. 
Dealers. will sometimes call in for 
emergency dumps, but we try to dis- 
courage this as much as possible.” 

Currently, Mr. Huber has only two 


i 


BULK PLANT of Huber Oil showing the warehouse in the background and storage tanks at right. Two tank trucks are 
shown, plus a stake, pickup and maintenance truck, which constitutes company’s rolling equipment 
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Selling Kelly Tires is a good business because 


KELLY TIRES SELL? 


e An ample trading area in which you can expand. 


It’s their reputation for value that 
e Continuous colorful advertising in leading magazines. 


builds up steady sales and profits! 


e@ Plenty of effective sales-promotion help at local level. 
Value—that’s the key that opens the door to a big, 


profitable volume of sales for Kelly Dealers. For detailed information, write today to: The Kelly- 


Springfield Tire Company, Cumberland, Maryland. 
For Kelly Tires are quality tires—built to deliver 
extra thousands of safe miles at lower cost per mile! 


And it’s this superior Kelly performance that builds 
such high consumer acceptance everywhere! 
The Kelly Franchise and Sales-Incentive Plan will 
enable you to turn this acceptance into steady, profit- 


able turnover—and give you these other advantages: ) in e < ee 


e A complete, modern line, including perfected Nylon 
Truck Tires, that you can sell at top prevaili rices. 
: 0 eT Proved and Improved for 59 years 


Sure-Stop Super Flex Cruiser Safe Trac Cruiser Truc Trac Commercial Heavy Dual Trac 
Passenger Passenger Passenger Passenger Truck Track Tread Truck Special Service 
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drivers, handling almost all deliveries 
of his light oil and TBA volume. 


These two men are paid $350 per 
month and have been with him around 
10 years. He calls them “truck sales- 
men,” and when making deliveries, 
they always check on a dealer’s TBA 
stock, and try to make additional 
sales. In addition to this, Mr. Huber 
and his assistant manager, Frank 
Koffpauir, also keep an eye on dealer 
stocks, while out calling on dealers 
and commercial accounts. 

Mr. Huber at present supplies about 
15 “key dealers,” and 10 “smaller 
ones.” He owns six of the bigger 
stations, all of which are leased to 
dealers. 

When he built his own six stations, 
Mr. Huber had an extra bay installed 
for “tire-service.” Here the station 
men can change tires, install batter- 
ies, and polish cars without clutter- 
ing up the driveways with tire tools 
and other equipment. 


TBA Promotion — At the dealer 
meetings, which Mr. Huber holds 
about three times each year, TBA 
sales are stressed and he goes into 
such things as proper battery serv- 
ice and battery analysis. He also calls 
a general meeting once each year, 
when the dealers get together for din- 
ner and listen to marketing men from 
Mr. Huber’s supplying companies ex- 


plain sales technique not only for 
gasoline but for TBA items. 

Mr. Huber advertises in local news- 
papers, and when he ties in his ad- 
vertising with ads sent in by his 
suppliers, Mr. Huber lists not only 
his own company name, but the names 
of his 15 key dealers as well, at no 
charge to the dealers. 

His station TBA displays are not 
much different from those in other 
stations. His dealers put the tires 
and other items out where potential 
customers can see them, but depend 
more on actual “personal salesman- 
ship” to make sales. 


Keeping Track of Stocks—Mr. Hu- 
ber keeps a perpetual inventory on 
his tires and tubes, also on batteries 
and accessory items. He has a card 
filing system, which shows the num- 
ber of individual] TBA items on hand 
at all times. 

When sales are made, they are de- 
ducted, and receipts of additional 
stocks are added. He knows at all 
times, by using this system, the 
amount of each item he has on hand. 

His light oil tanks are gauged twice 
weekly, and on the last day of each 
month, he takes a complete physical 
inventory, counting all TBA items 
and gauging his liquid stock. 

He shuns what he calls “pots and 
pans” merchandising (refrigerators 























and other such items), sticking strict- 
ly to automobile needs. 

Liquid storage at the Huber Oil 
bulk plant runs in the neighborhood 
of 104,000 gal., and the company car- 
ries about $25,000 worth of tires and 
tubes, and $5,000 worth of accessories 
at all times. This, added to another 
$25,000 in gasoline, motor oils and 
greases, puts about $55,000 worth of 
stock in the bulk plant at all times. 

“Give your customers the brands 
they want, and make it easy for them 
to pay,” says Harry Huber. It’s a 
simple selling formula, but it really 
works. 


The Success Story 
Of Harry Huber 


Mr. Huber 


Although he is now a prosperous 
Independent oil jobber in Lake 
Charles, Louisiana, Harry Huber was 
$25,000 in the red when he started 
his consignee oil business in 1931. 

He had just closed his automobile 
dealership to keep the sheriff from 
closing it for him, and the oil busi- 
ness looked rather grim when he 
started off selling only 6,000 gal. of 
light oil a month as a commission 
agent for Shell. 

He gave his credit one last hearty 
stretch and bought his first truck 
with no down payment and an agree- 
ment to pay for it in 18 equal month- 
ly installments. Shell helped out with 
the loan of a tank to mount on his 
new truck. 

Then he gave his credit another 
stretch and hired his first employe. 

In 1939, his last full year as a con- 
signee, he averaged 93,854 gal. of 
light oil business a month. 

Today he owns six stations and a 
bulk plant, and sells an average of 
225,000 ‘gal. of fuel oil and $7,500 
worth of TBA each month. 

At present, Mr. Huber has some 
other irons in the fire besides his 
oil business. He has developed a hous- 
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The one strongest TBA sales-and-profit power 
you can put in your dealers’ hands is the 
U. S. Royal Program. Time after time, it 
brings. station-operators extra and easier 
sales success. And time after time, as a 
result, it insures oil marketers less dealer 


turnover—more dealer stability. 


LIFEWALL LIFEWALL 
U. S. ROYAL MASTER * U. S. ROYAL AIR RIDE a7 





























The reason’s simple: this program delivers 
just what dealers need. A line of prod- 
ucts unrivaled in the TBA industry—each 
with its own “‘edge’”’ of demonstrable selling 
features—each known and bought by 
millions. A level of profits that tops the 
field year after year, all year long! 
THE U. S. TIRE 


U.S. ROVALDELUXE @ THEUS.TREELP © 


UNITED STATES RUBBER COMPANY 
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ing subdivision in Lake 
known as Oak Park. 

He is also active in civic affairs, 
and is the president of the Louisiana 
Oil Marketers Ascn, Fellow members 
of the association picked him last 
year to head their membership drive, 
because they knew he could “bring 
them in if anybody can.” And he did. 

When he started out on his mem- 
bership hunt, the association had 99 
members. When he got through, there 
were 227 members in good standing. 

Mr. Huber’s 18-year-old son, John 
Huber, is being groomed to take over 
the Huber Oil Co. Now a freshman 
in Louisiana State University, he start- 
ed working in service stations when 
he was 13 years old. John talks with 
keen interest about his dad’s business, 
so there srhouldn’t be any doubt about 
Huber Oil's future growth, 


Charles, 


Highway Safety Appointees 


Joseph A. Hoban, vice president, 
replacement sales, B. F. Goodrich 
Co., has been appointed one of four 
tire manufacturer representatives to 
the Inter-Industry Highway Safety 
Committee. He replaces James J. 
Newman, B. F. Goodrich vice presi- 
dent, who retired July 1. Other tire 
representatives are: L. A. McQueen, 
vice president in charge of sales, 
General Tire & Rubber Co.; H. D. 
Tompkins, vice president, Firestone 


Tire & Rubber Co.; and R. S. Wilson, 
vice president, Goodyear Tire & Rub- 
ber Co. 


Mr. Cheponis Mr. Robinson 


Seiberling Co. Changes 


A. J. Cheponis, Philadelphia terri- 
tory salesman for Seiberling Rubber 
Co., has been moved to Akron as 
manager of the company’s budget 
sales department. And George W. 
Robinson, advertising and merchan- 
dising, becomes assistant manager of 
his department. 

Mr. Cheponis joined Seiberling in 
1946 as budget supervisor in the 
Philadelphia. office. Mr. Robinson 
joined the company’s merchandise 
distribution department in 1941 and 
shifted to the advertising and mer- 
chandising department in 1951. 





FIRST IMPRESSIONS---LAST? 


at the Pump,too . 


those customers till they grow into regulars. One sure 
ass is with LION UNIFORMS for your men. LION UNI- 
FORMS stand up under tough treatment, fit smartly, are styled 
for easy movement. Made of special fabrics designed for 
service stations, LION UNIFORMS are guaranteed not to 
fade or shrink out of fit. Most major companies rely on Lion 


for their regulation uniforms. 





Goodrich Expands Centers 


B. F. Goodrich Co. is building a 
$120,000 add:tion to its Memphis, 
Tenn., distribution center and spend- 
ing $4,500,000 to expand the Tus- 
caloosa, Ala., tire and tube manu- 
facturing plant. 


Storage space will be increased at 
Memphis to handle some 35,000 more 
tires. Warehouse area will be 28,000 
sq. ft. larger bringing the total 
area to over 65,000 sq. ft. The 
center presently stocks tires, auto 
and home supplies for the Memphis 
district. With the addition, scheduled 
for complet:on in four months, it also 
will serve the New Orleans district. 

Production capacity of the Tus- 
caloosa facility will be upped 30% 
when the expansion is completed 
late next year. The plant produces 
passenger car and truck tires and 
tubes, tubeless tires and white side- 
walls. 


New U. 5. Rubber Branch 


U. S. Rubber Co.’s new Denver 
branch will serve the Rocky Moun- 
tain area comprising all of Colorado 
and parts of nine other states. It 
represents the company’s footwear 
and general products, U. S. tires, 
Fisk and Gillette tires and mechan- 
ical goods branches. It has 84,000 
sq. ft. of floor space including 10,000 
sq. ft. of air-conditioned offices. U. S. 
tires division, western regional com- 
mercial tires sales, also are head- 
quartered in the new building. 


Tung-Sol Office-Warehouse 


Tung-Sol Sales Corp. has opened a 
new sales office and warehouse in 
Columbus, Ohio. J. N. Hoover, De- 
troit sales manager, will transfer 
most of his sales activities to the 
new address at 755 W. Goodale Blvd. 
The new facility has 26,000 square 
feet of office and storage space. 


Oil Filter Buyer Survey 


At first glance the figures below 
seem gratifying, since they show 
most motorists prefer serv-ce sta- 
tions as the place to buy an oil filter. 
For merchandising and promotion 
men in the oil business, however, it 
is the 50.7% of the motorists who 
think of car dealers, garages, etc., 
that need attention. They are the 
ones who need to be won over to the 
service station as the place where 
oil filters are carried in stock. 

The figures are part of an oil filter 
survey for the magazine Outdoor Life. 


Factory 
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EVANITE 


the only 

battery 
separator 

with all 

flese : 
advantages! / 














Evanite is an improvement over nature! Wood has long 
been recognized as the most satisfactory low cost sepa- 
rator material. Now the new Evanite interwoven wood 
fibre separator utilizes wood in improved form. Evanite 
separators, tested in 20,000 batteries in daily use up to 
three years, have delivered more than their guaranteed 
battery life without a single separator failure. 

Write today for full details on Evanite—Made only by 
Evans Products Company, Western Division, Dept.AC-9, 
Plymouth, Michigan. Mills at Coos Bay, Ore.; Roseburg, 
Ore.; Vancouver, B. C. 


Ask your battery manufacturer for complete product and 
case history information on the advantages of Evanite. 


Uniform high quality— 
every Evanite separator 
is identical whether 

you compare two or 
two million. 


Compare These Advantages 
of Evanite Separators 


TESTED IN 20,000 VEHICLES for periods 
up to 3 years under actual operating 
conditions. 

OUTSTANDING PERFORMANCE, equol- 
ling or surpassing conventional separators. 
NO SPLITS, NO CRACKS— Completely 
uniform. No candling required. 

NO TREATING, NO WET HANDLING 
— Treated at the factory and shipped dry. 
CUTS SHIPPING -COSTS— Much lighter 
ECONOM:!CAL — Cost no more than ordi- 
BACKED BY EXPERIENCE — Produced by © 
Evans, whose years of experience are your 
assurance of finest quality. 


WORLD'S LARGEST MANUFACTURER 


OF BATTERY SEPARATORS 
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Servicing 12-Volt Batteries SAFELY 


The correct servicing of 12-volt batteries is not only necessary from 
a sales standpoint, but incorrect methods can cause serious damage and 
injury to batteries, personnel and the car itself. 

To help oil marketers tell dealers about this subject, NPN pub- 
lishes the following comments from oil TBA men, battery makers, and 


charging equipment manufacturers. 


7 


What happens when a 12-volt bat- 
tery needs service? 

That promises to be a big question 
in coming months as an estimated 
700,000 1953 model cars equipped with 
12-volt systems hit the road before 
the end of the year. 

Few dealers have the knowledge or 
the equipment to service the 12-volt 


* 


battery. And, since sales of 12-volt 
replacement batteries will nut amount 
to much untij next year, the average 
dealer probably concludes, “Why 
bother with them or with charging 
equipment ?” 

Meanwhile, an occasional 12-volt 
car owner will have battery trouble 
and go to the station for a recharge. 


To Charge First Group of Three Cells 
(Shaded Area): 

1. Connect red clamp (positive lead) to the 
positive cell connector of the third cell in 
the first group of three cells being charged 

. Connect the black clamp (negative lead) to 
the negative terminal post of the battery 

3. Insert thermostat in center cell of the three 
cells being charged 
Turn charge control to start position and 
flip toggle switch to “fast charge” After 
a LO-second wait rotate the charge control 
and_adjust to a current not exceeding 4 the 
rate regularly used to charge a 6-volt, 100 
ampere-hour battery 

5. The three cells are fully charged at 1.270 
specific gravity, or, after removing surface 
charge, at 4 reading of 95-100 per cent 
on the Sunoco Powermeter 


Charge Second Group of Three Cells 
(Unshaded Area): 
Connect the black clamp (negative lead) to 


. Connect red clamp. (positive lead) to the 
positive terminal post of the battery 
Insert thermostat in center cel! of the three 
cells being charged. 
Turn charge control to start position and 
flip toggle switch to “fast charge.” After a 
10-second wait rotate charge control and 
adjust to a current not exceeding 44 the rate 
regularly used to charge a 6-volt, 100 am- 
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COMPLETE 


*Recormnmended for use in emergency only 


olt batteries is supplied to dealers by Sun Oil 


Co. Above is copy of one page from a bulletin 


And the operator will be faced with 
the question, “How do I service it?” 
The problem was foremost in the 
minds of the Assn. of American Bat- 
tery Manufacturers at their Quebec 
meeting, June 3. Chief concern of the 
battery experts, and oil company TBA 
men, is seeing that every service sta- 
tion man is prepared to give 12-volt 
service whenever the need arises. 

They that 12-volt batteries 
should not be fast charged with 6-volt 
equipment. In an emergency, a 6- 
volt fast charger can be used on three 
cells at a time. But great care should 
be taken against overcharging, un- 
equal charging time and rate, and 
making wrong connections. 

Three Things to Consider—Kenneth 
Dawkins, general manager of Frank- 
lin Transformer Manufacturing Co.’s 
electrical division, has offered three 
alternatives for getting ready to serv- 
ice 12-volt batteries. 

“Old 6-volt fast chargers should be 
replaced with a new 6/12-volt charg- 
er right away,” he thinks. “Or, if the 
dealer has a new 6-volt fast charger, 
he can buy an inexpensive portable- 
type straight 12-volt fast charger. Or 
let him buy a 12-volt rental battery 
and recharge his customers’ batteries, 
out of the car, on the slow or wall 
type charger that he now owns.” 

Servicing Methods—Franklin Trans- 
former tested a new Delco 12-volt 
battery to determine the best meth- 
od of servicing it. They came up with 
the following tips: (1) one-half of the 
battery should not be charged at one 
time; (2) the battery is more apt 
to overcharge than a 6-volt battery, 
and (3) the use of 6-volt charger- 
testers on 12-volt batteries presents 
a definite fire hazard. 

Fox Products Co., of Philadelphia, 
recommended the same precautionary 
measures. In addition, D. W. Ogilvie, 
automotive division sales manager, 
thinks that “very strong stress should 
be put on using a moderate charge 
rate of around 35 amperes, or keep- 
ing an eye on the battery during 
the first 10 minutes of charge to de- 
tect any pumping of acid due to a 
high rate of charge.” 

Reduce Charging Rate—J. D. On- 
derdonk, of Globe-Union Inc.’s battery 
sales department, thinks that 6-volt 
fast chargers equipped with a special 
control to reduce the charging rate 
to a safe figure for 12-volt, 65-70 am- 
pere hour batteries can be used. 

But, he adds, “there are so many 
makes of chargers on the market it 
is difficult to write an all-inclusive 
charging procedure. Furthermore, 
there are so many caution factors 
to remember. .. .charge three cells 
at a time; bring all cells to an equal 
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it could be repaired 
but Norwalk 


REPLACES! We GUARANTEE it!" 





BROKEN GLASS! Curb cuts! Blowouts! You NO QUESTIONS ASKED! Your customer NOTHING LIKE IT! Norwalk’s plain-+alk 


name the tire road hazard, we cover it. drives away on a brand new Norwalk for 
Norwalk Tires are unconditionally guaran- only the cost of the guarantee period used. 
teed for 18 months. And that’s regardless Example: a damaged month-old Norwalk is 
of mileage! replaced for only 1/18th the original cost! 


guarantee tells your customers in no un- 
certain terms—sells tires like you never sold 
them before! 





Show your customers the Norwalk guarantee — 


watch how fast the good word gets around! For What Other Line Offers All These Features? 


the full profitable story write today! 
1. *18-MONTH UNCONDITIONAL GUARANTEE. Unservice- 


able tire will be replaced by comparable new tire with 
full credit for the period of guarantee not realized. 


2. A great tire backed by a great manufacturer. 


5520 road-holding safety sipes and gripping edges for 
greater protection on good roads and bad. 


Precision balance. 
A complete line of passenger and truck tires, all sizes. 


Powerful local and national advertising to pre-sell your 
customers. 


COMPARE And a protected franchise that makes sure you keep them. 


K =? TIRES 


Plants at Norwalk and West Haven, Conn., Natchez, Miss. and Des Moines, lowa 
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50%! 


MORE © 


Independent Richfield Distributors 
are cashing in on the demand for 
heavy duty motor oils with a great 
new product, Richlube SUPER HD 
Motor Oil. With 50% greater deter- 
ency than ordinary heavy duty oils, 
Richlube SUPER gives motorists 
longer wear without repair ... and 
gives Richfield marketers a decided 
competitive advanta 
Quality products, supported by the 
most extensive advertising campaign 
in Richfield history, is just one of 
the many advantages you will enjoy 
under the Richfield Franchise. If you 
are an in dent distributor in an 
Eastern Seaboard state, phone or 
write today for the complete Rich- 
field story. 


RICHFIELD 


Oi:l 
O fF 


en a Beh oe -aenen. 
NEW YORK 





SERVING THE EASTERN SEABOARD 
FROM MAINE THROUGH THE CAROLINAS 
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State of charge; avoid using 6-volt 
load test equipment on 12-volt bat- 
teries, etc. . . .that it is questionable 
whether station attendants can safe- 
ly fast charge 12-volt batteries on 
present equipment.” 


Using Bulb-Type Chargers— Willard 
Storage Battery Co. says that regu- 
lar bulb-type wall chargers can be 
used for slow-charging 12-volt bat- 
teries. “A 12-volt battery is like two 
6-volters connected in series,” the 
company explains. “For that same 
reason, you can slow-charge both bat- 
teries on the same wall charger at 
the same time.” 

Willard says that its charge and 
condition tester can be used on 12- 
volt batteries—for testing individual 
cells. But, the same over-all testing 
unit used for 6-volt batteries cannot 
be used on the 12-volt battery. 


What Oil Men Think—As for the 
oil companies, each approaches the 
problem from a different angle to in- 
corporate the particular type of 
charging equipment they ure. But 
each urges on its dealers substantial- 
ly the same precautionary measures 
recommended by battery and charger 
manufacturers. 

Pure Oil Co., whose instructions 
are perhaps the most complete and 
thorough, tells its dealers flatly that 
6-volt fast chargers are undesirable 
for 12-volt use. 

“The charger clamps cannot be at- 
tached securely to the battery with- 
out digging into the sealing com- 
pound,” says Pure. “They also dam- 
age the lacquer on the intercell con- 
nectors. Furthermore, under charging 
or over charging one side of the bat- 
tery is almost impossible to elimi- 
nate.” 

For these reasons, Pure is adding 
the 12-volt, 50 ampere, portable fast 
charger and the dual charger to its 
equipment line. 


Danger Points—Pure warns against 
using 6-volt fast chargers to test 
12-volt batteries. “These testers were 
designed to draw 187 amperes dis- 
charge on a 6-volt battery,” says 
Pure. “When used on a 12-volt bat- 
tery, they draw 350 amperes and the 
resistance unit melts within a few 
seconds. 


“Prong-type hand testers also have 
a fixed resistance designed for the 
6-volt battery, and cannot be used 
without the resistance unit melting. 


“Due to the excessively high dis- 
charge in either case, considerable 
sparking results when making con- 
tact at the battery. Aside from dam- 
aging the equipment, there is danger 
of an explosion of some batteries 
through ignition of accumulated hy- 
drogen and oxygen.” 

Hydrometers can be used to test 
individual cells, says Pure. But they 
are not usually calibrated below 1.160 
and cannot show the condition of 12- 


volt batteries in low states of charge. 
For this reason, as much as 40 am- 
pere hours of recharging may be nec- 
essary on a completely discharged 
12-volt battery before the float of a 
hydrometer will rise high enough for 
a reading. 

Typical of the procedures recom- 
mended by oil companies for charg- 
ing 12-volt batteries, is a dealer bul- 
letin issued by the Sun Oil Co. (See 
illustration on this page.) 


Offers Charging Guide — T. J. 
Spence, editor, sales publications for 
Willard Storage Battery Co., offers 
the following table as a charging 
guide: 


Battery Ampere Approximate 


Hour Size Charge Rate 
60-70 40-50 
40-50 25-30 


He also says that small 12-volt bat- 
teries, such as those in foreign au- 
tomobiles, should not be charged in 
excess of 15 amperes to avoid pump- 
ing of the electrolyte. 





Electric Light Dimmer 


Technifiex Corp., of Port Jervis, 
N. Y., soon will put its Techtronic 
Eye on the market which reportedly 
can be self-installed with an “easy- 
to-follow” instruction booklet and 
parts that are “color-coded for fool- 
proof instailation.”” The electric de- 
vice for automatically dimming and 
brightening headlights can be dis- 
connected via a manual control 
switch for city driving. It operates 
on an extremely small amount of 
electric power, according to the com- 
pany. The beam igs factory-set so 
that headlights dim automatically at 
a distance approved by all state mo- 
tor vehicle bureaus. 


Spark Plug Protector 


Loss of spark plug voltage due to 
moisture is prevented with a new 
Packard Electric protector designed 
for quick and simple installation on 
either straight or right-angle ter- 
minals. 

The protector is made of fire- 
proof neoprene compound. It has a 
new ribbed construction which al- 
lows bending to fit over angle ter- 
minals while still making a tight 
seal at both the cable and spark 
plug ends. 

Yellow and blue counter display 
cards hold 24 protectors. United Mo- 
tors Service will distribute them na- 
tion-wide. 
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If Veter upkeep costs you any amount that seems signifi 
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All Metal Meter Pistons 


Virtually no wear and 
no repair. No cup 
leathers to replace, 

no expander 


springs to Paelanele ia 


Completely Protected 





Water settles away from 
Piston Porting System orrosion resistant 
parts — passes out wide open 


TilieL Comme laremmelniailelaels 
bottom. No trapped water 


through ports. No 
no meter freeze ups 
mec ein al valves no 


eatra parts to wear 
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JOHN WOOD COMPANY - BENNETT PUMP DIVISION - Muskegon, Michigan 

















THE WORLD’S MOST MODERN TURNPIKE 
SPEEDS STATION TRAFFIC 


wrru ECO ISLANDERS 





( oO0c000 o) In the first year of operation, 
over 17,000,000 motor vehicles 

sped over the open 118 miles of New Jersey expressway 

connecting New York and Wilmington, Delaware. To handle 

this heavy traffic and the still heavier traffic to come, 

10 Turnpike Super-Service stations, operated by Cities Service, 

are designed to give every possible service in the shortest 

possible time and also to obtain high volume TBA 

Sales. Specially planned parallel islands channel traffic. 

Thirteen Eco Islanders in some stations (two on each 

island, plus additional self-service units in strategic 

locations), provide prompt, efficient air and water 

service that speeds the motorist on his way. 





Write for details. 


JOHN WOOD COMPANY 
BENNETT PUMP DIVISION 
Muskegon, Michigan 


DISTRICT OFFICES: Atlanta * Baltimore * Boston * Buffalo * Charleston 
Chicago * Cleveland * Dallas * Denver * Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York © Philadelphia 
Pittsburgh * Rochester * Salt Lake * Seottle * St. Pavl * San Francisco 
IN CANADA: Toronto * Montreal * Vancouver * Winnipeg 

EXPORT: John Wood International Corporation, 29 Broadway, N. Y. 





MODEL 246AWTL holds 
20 foot water hose and 
25 foot air hose — auto- 
matically retracted out of 
way. Tireflator unit auto- 
matically inflates to exact 
pressures of 5 to 110 Ibs. 
Other models have a 
Pylon Fivorescent light, 
cash box, sign, or bracket 
for re-use of existing 
lights. ECO TIREFLATORS 
are available for drive, 
wall, post, or overhead 
remote installation. 























Crown Adopts Checks 


Crown Central Petroleum Corp., 
Baltimore, has become the second 
East Coast oil company (first was 
Sun) to adopt the check book style 
of credit card. 

The company launched the new 
system with an advertising cam- 
paign using, among other things, 
the above newspaper ad featuring 
a coupon-style credit card applica- 
tion. 

The ads present “Crown-Checks” 
as a “faster, easier, safer way” to 
buy at the service station. Unl'ke 
other companies who have adopted 
this system, Crown Central is telling 
the public at the outset how the cus- 
tomer himself may fill in the date 
and amount of purchase, sign, de- 
tach and hand to the dealer. 

When this plan was first intro- 
duced it was contemplated that the 
dealer would fill in the credit checks, 
while the customer would do no more 
than sign his name. 


Tire Size Chart 


Goodyear sales department has pre- 
pared a handy service book chart 
of sizes and inflation pressures for 
tires used on all models of 1953 
cars. The chart is based on infor- 
mation available as of Jan. 15 and 
will be brought up to date several 
times through the year to keep 
dealers informed on tire sizes being 
used on original equipment. 


$2 Million Champion Plant 


Robert A. Stranahan, Jr., Cham- 
pion Spark Plug Co.’s vice president, 
used a novel ceramic spade to break 
ground recently for the company’s 
new $2 million plant at Cambridge, 
Ohio. The 100,000-sq ft. steel-framed, 
one-story structure will be built on 
a 20-ache site. 
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It's good business 

to do business 

with Thermoid! 

May we tel you why? 


Thermoid 


Thermoid Company 
Special Sales Division 
Trenton, New Jersey 
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NEW LOOK for White Rose 


Two New Brand Batteries 


Two new batteries bearing oil com- 
pany brands are on the market. Ca- 
nadian Oil Companies, Ltd., is put- 
ting its White Rose brand on its bat- 
tery line starting this month. Tide 
Water in the West has already in- 
troduced its Flying A battery. 

Appearance of the new White Rose 
battery coincides with the extensive 
new brand identification program of 
Canadian Oil. A more simple and 


THIS ONE is no more 


more legible version of the trade 
mark will replace present service sta- 
tion identification signs. Canadian 
Oil also is adopting a new warranty 
policy under which a buyer of a 
White Rose battery can obtain an on- 
the-spot adjustment from any White 
Rose dealer in Canada. 

Tide Water is replacing the Aero 
brand formerly used on its batteries 
with the trade mark which identifies 
its gasoline and its service stations. 


Serving Tray Offer 


Warner-Patterson Co., Chicago, is 
encouraging dealers and serv:ce sta- 
tion operators to maintain peak sup- 
plies of its radiator products this fall 
with a premium of four serving trays. 
The company anticipates a larger de- 
mand than ever this year for radia- 
tor and cooling system protection. 

Dealers receive a tray set with 
four dozen cans of Warner products. 











MLOK 
ASSEMBLIES 


KAMLOK Couplings combine speed, perfect perform- 
ence, durability—three features that are indispensa- 
ble. Fastest! Perfectly tight, safe connection in seconds, 
by sliding coupler over adaptor, and pressing cam 
levers. KAMLOKS, couple and uncouple instantly, re- 
gardiess of “hookup.” Efficient! No wasted time— 
effort, achieving leakproof-tight connection that guar- 
antees consistently safe operation at peak efficiency. 
long-lasting! Made of hard wear-resistant bronze to 
3”. 4” size of OPALUMIN, as strong as bronze, only 
Y_ the weight. KAMLOKS add extra life to hose. 
Write for Bulletin F-3 


OPW CORPORATION 


VALVES, FITTINGS, ASSEMBLIES for handling hazardous liquids 
2735 COLERAIN AVE. ¢ CINCINNATI 25, OHIO 


Battery Display 


Cut-outs of National League pro 
football stars highlight Prest-O-Lite 
Battery Co.’s counter displays for its 
“Hi-Level” battery fall campaign. The 
cardboard posters have a pocket to 
hold the free professional football 
schedules. The company’s. advertis- 
ing program aga’n is tied in exclu- 
sively with the National Football 
League. 





New Fast Charger 


Bowers Battery & Spark Plug 
Co.’s redesigned chargers can be 
used on both 6 and 12-volt batteries. 
The Saf-T-Taper 6/12 Fast Charger 
is adapted to either battery by flick- 
ing a toggle switch. Batteries can 
be fast-charged without danger of 
excessive heat. The starting rate is 
automatically adjusted to the exact 
amperage rate the battery will take 
without overheating; the rate is 
gradually increased as the battery 
begins to accept a heavier charge, 
and finally the rate gradually reduces 
as the battery reaches maximum 
charge. The charger has an easy-to- 
read ammeter and timer and comes 
with or without a two-wheel, rubber- 
tired cart. 

Also available for 6/12 charging 
are the Bowers Utility and Trickle 
Chargers. The utility charger, de- 
signed for home use, will recharge 
a battery overnight. The trickle 
charger automatically maintains 6 or 
12-volt batteries or any combination 
of either up to a total of 30 cells. 
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Kerr of Skelly Oil Says 
Teamwork Is Key to 
Successful TBA Program 


Cooperation between Skelly 
and Hood Rubber Company helps 
build retail sales and profits 


Meet Dick Kerr, a veteran of 30 years 
in the marketing end of the oil busi- 
ness. Mr. Kerr applies a lot of “know- 
how”’ to his duties as Retail Sales Man- 
ager at Skelly Oil. 

After initial sales training with Sears 
and Roebuck, Mr. Kerr worked for 
five years with the National Refining 
Company on sales and sales promotion 
assignments. He was employed by 
Skelly Oil Company in 1929 to organ- 
ize specialized lubrication in Skelly 
service stations. He was promoted to 
Assistant Manager of the Kansas City 
Division in 1931, and later became 
Division Manager. 

After successive promotions to Sales 
Promotion Manager, Assistant to the 
Retail Sales Manager in charge of serv- 
ice station operations, and Assistant 
Retail Sales Manager, Mr. Kerr was 
appointed to his present position in 
1944. 

“During my many years in the 
marketing end of the oil business, I 
have found that teamwork between 
the marketing oil company and its 
TBA supplier is the key to an expand- 
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R. W. KERR, RETAIL SALES MANAGER for Shelly Oil pS is just as active in his 
“leisure” as when he's behind his desk. He is a member of the American Petroleum 





1 titute, Ch b of © 





ce, Oil Men's Club, Independent Petroleum Association of 


America, Sertoma Club and Indian Hills Country Club. Active in sports, he organized 
and was president of the first All-Star Classic Bowling League in Kansas City and has 
bowled in several All-Star Tournaments in Chicago. He's also a low-handicap golfer. 


ing TBA program,” says Mr. Kerr. 
“The cooperation of our supplier, the 
Hood Rubber Company, has been an 
important factor contributing to the 
successful development of our TBA 
business. For instance, Hood's two 
new sales training movies— “The Sound 
of Bells’ and “The Trouble with Potts’ 
—have proved invaluable in alerting 
our sales organization to hidden sales 
opportunities. We take full advantage 
of the merchandising assistance we 
receive from Hood.” 

In addition to a well-rounded sales 
training plan at all sales levels, Hood 
offers a year-round advertising and 
sales promotion program that is tailor- 
made to the individual company’s 
marketing policies. 

Hood supplies a complete line of 
quality auto, truck and farm tires— 
backed by the tire industry's foremost 
research and manufacturing facilities. 
And Hood's protected territory fran- 
chise assures oil companies freedom 
from competition on their own mer- 
chandise in their own marketing areas. 
This combines the advantages of pri- 


vate brands with the public acceptance 
and recognition that goes with the 57 
year old Hood name. 

Hood can team up with you to move 
more TBA merchandise . . . at a profit. 
For complete information on the 
money-making Hood franchise, write 
Oil Company Division, Dept. NH-9, 
Hood Rubber Company, Akron, Ohio, 
a Division of The B. F. Goodrich Co. 


Hood Rubber 
Oil Division, Akfon; Ohio 


Please sead me complete information on the Hood 
Protected Territory Franchise for oil companies. 


Name 








oa 





Street 





Chy—___________ Zene_ State __.. 
NK-9 











The invitation to refresh 
is a profit-builder for you 


Coca-Cola advertising on your service station 
invites people to pause and be refreshed. More 


than that—it is a friendly invitation to come in 
for gasoline and oil and everything you carry. 


You see, a survey of 15,597 customers at service 
stations showed that Coca-Cola is second only to 
gasoline as an item that brings people in. You can 
take advantage of this fact by using Coca-Cola 
advertising to identify your station as a refreshing 


place to trade. At the same time, you'll be tying 
up with all Coca-Cola advertising and the tremen- 
dous consumer demand it has built up. 


If you’re interested in your cash register, I 
can help you “‘fill ’er up.’”” We checked what 
15,597 customers did at service stations. 
As a result, we have some answers that 
will answer your need for more business. 


A 
d 


“COKE” 16 A REGISTERED TRADE-MARK. 
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TBA TOPICS 


Oil Industry's Emphasis on Prices 
May Be Hurting Dealers’ TBA Profits 


By Frank C. Sturtevant, TBA Editor 


Among the 

handicaps that 

beset the TBA merchandiser in the 

oil business is an exaggerated tend- 
ency to sell on price. 


This may stem somewhat from the 
industry’s public relations campaign 
which often emphasizes the impor- 
tance of low price of gasoline to 
the customer. And it may be all to 
the good on the broad public rela- 
tions front, but it is poison to the 
individual TBA dealer. In fact, it 
is the poorest kind of salesmanship. 


This is evident in the efforts of 
TBA men who are urging dealers 
not to sell tires and batteries on price. 
They are trying to educate the deal- 
ers to talk up the merits of their 
merchandise. They are telling him to 
remind the customer of the dealer’s 
personal responsibility for what he 
sells. 


It is tough going. In a sale of gaso- 
line there is no negotiating. No cus- 
tomer drives up to the pump to in- 
quire about the price he will have 
to pay before he buys. In a tire or 
battery transaction the dealer has to 
agree on price, and far too many 
of them volunteer a price concession 
before the customer ever raises an 
objection. 


“I can make you a special price,” 
has become a settled habit with some 
dealers. Often it develops that a sta- 
tion with a fair tire volume is one 
where the only way the dealer has 
found the courage to open a tire con- 
versation is with the aid of the “spe- 
cial price” crutch. 

Perhaps it is better to have dealers 
sell tires at cut prices, rather than 
sell no tires at all, except that this 
business of always cutting the price 
is an insidious practice. The cut price 
becomes the regular price, so deeper 
cuts have to be offered. 

In the case of batteries, service 
stations do a little better, probably 
because many sales are made on an 
“emergency” basis. But here also, 
dealers make too little use of the ob- 
vious arguments in favor of first line 
and premium price batteries. And 
many of them are quick to cut the 
price at the first sign of resistance, 
rather than talk up the battery’s 
virtues. 

These dealer attitudes are the con- 
stant target of training and educa- 
tion. Unceasing efforts are made to 
make better salesmen out of them. 
Dealers would be in a better frame of 
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mind to absorb sales education if 
the oil industry’s public relations pro- 
gram relied less on the argument of 
low price as proof of competition. 


Price is a great public delusion. 
Customers, by their unthinking ap- 
plication of the price measuring stick, 
are often their own worst enemies. 
Their blind worship of the low price 
has led to the wasteful selection of 
much shoddy, inferior merchandise. 


In our modern industrial society it 
is easy for producers of some kinds 
of goods to offer the poorest buy 
at the lowest price. Many customers 
go for the low price because too little 
real effort is made at the point of 
sale to talk up the quality of the 
goods, or the intangible values of 
service and convenience. 


And in the case of service station 
dealers at least, one reason they don’t 
talk more quality is that they are 
afraid of price resistance. 


Why can’t the merchandising brains 
of the oil industry attack these false 
price notions head on? What is need- 
ed is something more than a sample 


sales talk on how to sell a tire or a 
battery. Dealers need to have their 
backbones stiffened on the whole phil- 
osophy of price. 

It would be better for most dealers 
if they never heard of the oil indus- 
try’s accomplishments in bringing bet- 
ter petroleum products to the public 
at constantly lower prices. They deal 
with only one member of the public 
at a time, and it is their job to learn 
how to be a good merchant. They 
have their hands full if they concen- 
trate on nothing else. 

Above all they need to have the 
low-price myth exploded. It is the 
part of courageous selling to tell deal- 
ers that the average car owner does 
not know enough to spend his TBA 
money wisely. That if the dealer 
doesn’t watch over him he is liable 
to waste his time and gasoline shop- 
ping around the town for a tire for 
less, and in the end save nothing. And 
he is liable to mistake extravagance 
for economy by spending his money 
for second line tires and batteries. 

But first dealers need some basic 
education on why the public thinks 
as it does about low prices, and why 
the public can be wrong in its con- 
clusions as to just where it gets the 
most for its money. It wouldn't hurt 
to suggest that dealers think a little 
about the function a retailer performs 
in the chain of distribution. 

Maybe the dealer never heard of 
the economic value of adding the util- 
ity of time and place to the manu- 
factured product. But surely phrases 





Tire and Tube Cost Per Thousand Car Miles (Dollars) 


MILESTONES OF TIRE PROGRESS 
REDUCTION IN COST PER MILE 


NO PASSENGER TIRE PRODUCTION 


Year Produced 


AUTOMOBILE TIRES today give six times as much mileage at twice the speed and 
cost half as much as tites 35 years ago, according to U. S. Rubber Co. What's more, 
tomorrow’s tire will last the life of the car and give quieter, safer rides at speeds 


over 100 miles an hour. 


The above chart, prepared by the company, shows the re- 


duction in tire cost per mile since 1908 





capt. ZAGY says: Over 1500 Original 
_ [EZ\SN7 BRAKE JOBS 


with 107 sizes and types of brake fittings 


WEATHERHEAD ~“™ Se 
MAKES THE COMPLETE ¢ gy —~—— 
LINE WITH THE RIGHT PART & 
FOR EVERY Jos! 


[2/\SY/ POWER STEERING 
i REPLACEMENTS 


with 11 different types of hose assemblies 


Fk © 
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_ [ASV pRAIN AND SHUTOFF 
COCK REPLACEMENTS 


with 91 different types and sizes 


F aay 


ia : 
No more problems with hard-to-get ise 
parts when you carry WEATHERHEAD — us 
the complete line. Get all the facts in eo 
Catalog J-103. Write Stanparp Parts aes 
Division, THe WeatHerHead COmPaANy, : 
Dept. D-3, 300 East 131st Street, a 
Cleveland 8, Ohio. 
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15/\S\7 WINDOW LIFT JOBS 


with bulk hose and 7 different types of fittings 


[Z\S517 TUBE FITTING JOBS 


with 405 sizes and types of fittings 


a @ <e 


12/\GY/ HOSE LINE REPLACEMENTS | [2/\S\7 OIL FILTER LINE 
with 85 sizes and types of heavy-duty hose, REPLACEMENTS 


reusable ends and quick attachable fittings 
: with 30 different sizes and types of 


ON EVERY CAR! 
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can be found to explain to him why 
it puts dollars in the car owner’s 
pocket to find his TBA needs avail- 
able when and where he needs them. 

We can supplement the oil indus- 
try’s emphasis on the low price of 
petroleum products by selling the deal- 
er on the industry’s superlative dis- 
tribution system, and what it does 
for the motorist. When the dealer 
puts tires and batteries on sale at his 
service station he is providing him 
with a money saving service that is 
worth every cent he asks for it. 

When the dealer sticks his neck 
out to personally recommend a TBA 
product he is assuming a responsibil- 
ity that is also worth money to his 
customer. 

With a little better appreciation of 
his own value as a merchant, the 
dealer can talk with more confidence 


about the good points of his TBA 
merchandise. Once he believes that all 
customers want to understand how to 
get the best TBA dollar’s worth for 
their money, he will realize that they. 
want to hear his advice. He won’t be 
afraid of driving customers away with 
a simple, sincere sales talk geared to 
the customer’s needs. 

Let’s do something to kill the profit- 
less approach: “Buy from me and I 
will give you an inside price.” 


Locking Tire Spreader 


Lummis Mfg. Co. of Pasadena, 
Calif., is offering a new Spred-Lok 
tire spreader to fit any size passen- 
ger car tire which features a safety 
lock. Made of steel with welded 
joints and riveted hinges, it has a 





SREE: without one penny of cost... 

eo 4 Handsome Serving Trays 
Beautiful... practical! Illustrated in 
sparkling color from original paint- 
ings by Ole Larson, famous animal 
artist. Ideal for buffet lunches and 


suppers, T'V snacks, outdoor picnics 
and barbecues ...a beautiful addi- 


tion to every home! Four colorful 
trays to each set—each 1734" x 12%% 
—full dinner size—die stamped from 
26-gauge steel with brilliant alcohol- 
resistant finish. 


This offer expires SEPTEMBER 30th! 


WARNER-PATTERSON COMPANY ® 920 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILLINOIS 





frame 10 inches square, an “easy 
grip” handle for added leverage and 
a “clinching-fingers” grip. 


Tire Care Guide 


The Rubber Manufacturers Assn. 
has prepared for its members a book- 
let called Winning the Battle For 
More Tire Mileage on Passenger 
Cars. The booklet explains by photos 
and text the causes of tire damage 
and the kind of driving habits and 
tire care which will get the most out 
of tires, 

Topics covered are fabric injuries; 
tread wear; inflation; wheel balance; 
tube mounting; tire and tube troubles 
and repair of tire cuts. 

A typical page carries this text 
entitled General Rules for Helping 
to Avoid Fabric Injuries: 


1. Keep tires properly inflated. 
Find out the correct pressure for the 
tires on the different makes of cars. 
Alert dealers will check customers’ 
tires regularly to make sure this cor- 
rect air pressure is used. 

2. Urge motorists to use reasonable 
care in driving. A little effort to 
avoid striking curbs, chuck holes, or 
other obstructions will help prevent 
fabric injuries. 

And under a heading, A Tire Is No 
Better Than a Driver’s Habits, are 
these tire-saving admonitions: 

1. Use correct air pressure. 

2. Do not drive over curbs, chuck- 
holes or other obstructions. 


3. Avoid riding edge of pavement. 

4. Avoid speeding over rough 
roads, and around curves. 

5. Drive at moderate speeds. 

6. Inspect tires regularly. 

Rubber company service depart- 
ments indicate that they will give 
dealers copies of the booklet. The 


booklet also can be distributed to car 
owners. 
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BIGGEST VALUE 
TIRE CHANGER 


COATS 


divided into four compartments for 
fittings and adapters. 

The stock is designed for replace- 
ments of Fram original lines. With 
adapter fittings furnished, the lines 
fit AC, Purolator, Walker, Wix, 
Briggs and others. Lines come in 
lengths from 9 to 28 inches, as- 
sembled and ready to install. 


Does More... 
Costs Less 


ia , er all plies, oli 
pamenger car 
tires, and light de 
livery truck tires 
~ vom toughest tire 
from toughest rim. 


New Filter Cartridge 


A replacement oil filter cartridge 
made of pulverized cellulose is be- 
ing marketed by Stay-Ready Lab- 
oratories of Oklahoma City. The com- 
pany claims it combines the good 
qualities of both cotton waste and 


@ Saves time, manpow 
e, backbreaking work. 


@ Easy to use, cosy 
tires. 





fer 








Windshield Sponge 


Fleet Equipment Co. of Cedar Rap- 
ids, Iowa, has developed a “Hair- 
Sponge” especially for removing 
pesky insects from windshields with- 
out scratching the glass. It consists 
of cattle-tail hair imbedded in a Du 
Pont cellulose sponge. 


Auto Wax-Cleaner 


Wilco Co. of Los Angeles reports 
its new auto wax, CPW, cleans, pol- 
ishes and waxes in one operation. It 
is being introduced via a newspaper- 
radio advertising campaign backed up 
by direct mail broadsides and con- 
sumer-dealer premiums. Ads stress 
the all-in-one feature, the fact that 
a separate cleaner is not required and 
the wax leaves a “hard, protective, 
weather-resistant” coat. CPW comes 
in red and white pint cans bearing a 
money-back guarantee. 


Filter Line Display Rack 


E. Edelmann & Co.’s new assort- 
ment of “Pressure Bonded”, metal- 
clad, oil filter lines ani adapters sim- 
plifies stock and gives immediate re- 
placement service, 

A steel wall rack sixteen inches 
wide, 9 inches high and 5% inches 
deep, suspends all lines under clear 
identification numbers. A shelf is 
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paper filter elements. 


Brake Fluid Dispenser 


United Motors Service Division of 
General Motors is offering a new 
plastic brake fluid dispenser without 
working parts that eliminates drip- 
ping or waste and assures clean, un- 
contaminated brake fluid. It has a 
30-inch, clear plastic, flexible hose 
attached to a leak-proof top. A 
squeeze of the d'spenser starts the 
flow of the fluid into the master cyl- 
inder. When pressure is released, 
the flow stops instantly, sucking the 
fluid back toward the dispenser, 











Write for Free Wustrated Literature 


National Distributors 
P. O. Box 22, Audubon Station 
New York 32, N. Y. 
e 


West Coast Division, P. O. Box 190 
Van Nuys, Calif. 


INC 


COATS COMPANY, 





The Best In 


FAV E R-TIT [E Quick Couplings 


Superior quality forged bod 


— precision machined —-—* 9 


Uniform wall thickness 


—no weak spots a 


Extra heavy reinforcing rim 
for longer service life 


forged 

handles 
—greater 
economy 


Uniform heavy 
wall thickness 
—no weak spots 


Superior quality forged body - 
—precision machined 
—accurate tolerances 


EVER -TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 





TIRES-BATTERIES-ACCESSORIES 














Sportsman’s Patch Kit 

A handy kit for patching tears and 
holes in hunting and fishing clothing, 
canvas and rubber boats, tents, tar- 





paulins, knapsacks, raincoats, boots, 
sails, sleeping bags, etc., is available 
from the Hughes Co., 203 Lexington 
Ave., New York 6. The cement 
bonds metal, glass, rubber, wood, 
plastic, paper, leather, fabrics, cer- 
amics, plaster and cement. Kit con- 
tains 250 sq. in. of assorted patches, 
buffer and a 3-oz. bottle of cement 
with brush-top applicator. 


Home Battery Charger 
A home battery charger is being 
offered for sale by Electric Service 
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The modern motor car has more lamps 


than a Christmas tree—-offering you 18 
or more chances for replacement sales. 
The total lamp replacement business in 
the U. S. is $72 million a year. Pluck 
your share of this swell crop of dol- 
lars by watching every car for lamp 


needs. 


TUNG-SOL makes: A//-Giass 
Sealed Beam Lamps, Miniature 
Lamps, Signal Flashers, Picture 
Tubes, Radio, TV and Special 
Purpose Electron Tubes and 


Semiconductor Products 











Philadelphia, 





Wi Loh 


AuTo LAMFSsS 


TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
Sales Offices: Atlanta, Chicago, Culver City (Los Angeles), Dallas, Denver, Detroit, Newark, 












Minneapolis 13. It is designed for 


overnight recharging of batteries in 
cars, trucks, tractors, or electric out- 
boards, without removing the bat- 
tery from the vehicle. 





Battery Cell Tester 


Allen Electric and Equipment Co.’s 
handy new Model F-20 “Cell-Chek” 
shows at a glance the state of bat- 
tery charge, ind:vidual cell condition 
and cell voltage. Fast, clean and ac- 
curate battery tests can be made 
without a hydrometer, according to 
Allen Electric. Readings can be 
made without removing cell caps, 
and tests can be made even when 
battery liquid is low. A large, ex- 
panded scale voltmeter shows 
whether or not charge is needed. 


ry 


» 





Gap Gauge Magnifier 


A built-in four-power magnifying 
glass is a feature of the new spark 
plug gap gauge produced by the 
Spark Plug Division of Electric Auto- 
L'te Co. The plastic gauge has two 
wrenches for adjusting all types of 
side electrodes and includes all pop- 
ular gap settings. It will be availi- 
able through Auto-Lite jobbers and 
deaters beginning next month. 
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Mr. Clarke 


Mr. Banke 


Changes at Franklin 


Three changes in the electrical di- 
vision of Franklin Transformer Man- 
ufacturing Co. are: John A. Banke, 
transferred from the appliance di~ 
vision to head the newly formed 
Eastern sales division; Patrick 
Clarke to head the Western sales di- 
vicion, and Gerald W. West succeed- 
ing him as service manager. 


Wins Tire Sale Contest 


Louis C. Laeng, 
Indiana _ division 
manager for Aet- 
na Oil Co., Louis- 
ville, Ky., has 
won a new char- 
coal grill for 
having the big- 
gest tire sale in- 
crease during a 
pre - Decoration 
Day Contest. 

Each division 
manager was giv- 
en a quota, based 
on last year’s sales of passenger 
tires for the same period, plus a 
33-1/3% imcrease. The one ex- 
ceeding this quota by the greatest 
percentage won. Mr. Laeng’s di- 
vision exceeded their quota by 36.7%. 
His closest competitor showed only 
a 25.5% increase. 

“The contest boosted sales 65.5% 
for the company as a whole over 
the same period in 1952,” said Tom 
Cunningham, Aetna Oil’s TBA sales 
manager. 


Mr. Laeng 


Gulf Tire Guide 


Gulf has provided its dealers with 
& new manual called: Gulf Tires 
and How To Sell Them. Gulf urges 
dealers to emphasize the Gulf Tire 
Warranty which offers 18 months 
protection on the first line and 12 
months on the second line tires, plus 
the 30-60-90 day terms available to 
Gulf credit card holders. 

While giving tires top billing in 
summer promotion, Gulf is telling its 
dealers about an animated Santa 
Claus display piece, so that they can 
order in advance for Christmas use. 
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Auto Radio Guide Compiled 


A new Auto Radio Replacement 
Guide has been published by Thor- 
darson-Meissner, 7th & Belmont, Mt. 
Carmel, Ill. It lists all makes of auto 
radios and transformer and coil re- 
placements made by the company. 


New Cleansing Powder 


Du Pont has a new cleaning pow- 
der for removing “bug splatter’ from 
auto finishes and chromium. It con- 
tains the detergent “Dupanol,” de- 
scribed as a fatty alcohol sulphate. 
The powder comes in a shaker top 


container, is completely rinsable in 
water and is designed for use with 
Du Pont Car Wash. It becomes part 
of the Du Pont No. 7 line of automo- 
tive specialties. 


Goodyear Farm Aid 

Goodyear is selling to dealers, in- 
terested in tire service for tractor 
owners, a selection of two electric 
pumps and one gasoline pump for 
handling Solution 100 (fluid for 
weighting tractor tires) on an easy 
payment plan. With a down pay- 
ment of $25 dealers may spread the 
balance over 14 months. 


STEEL PACKAGE LINE 


combining Quality and Economy! 


Pouring Paile— 
2 to 6% 


G.P.&F. has the experience and 
facilities to produce a wide variety of 
steel containers that will give your 
product full protection ... get it to 
your customers safely. Every type of 
G. P. & F. container is designed right 
... built right, for the purpose in- 
tended. The utility values of the 
specialty containers add extra sales 
appeal to your product. 





G. P. & F. Steel Containers are fin- 
ished in solid colors, or lithographed 
with your own design. Hot dipped 
galvanized, tinned or terne coatings 
are also available. Can be ordered in 
straight carloads, mixed carloads or 
smaller quantities. 

It’s Better to Ship in Steei 








Pouring Drame— 
Self-venting and 


standard spouts 
2 to 6 gals. 














other spark plug line can 


match the AUTO-LITE program 


l 


Auto-Lite Has Engineering and Manufactur- 
ing Know-How, Plus Advance Information— 
Auto-Lite engineers, working with leading car 
manufacturers, know in advance demands of 
new engines . . . assuring your customers 
better performance. 


Auto-Lite Offers Sensational Sales Leader— 
famous Auto-Lite Resistor Spark Plug .. . the 
first automotive resistor-type spark plug to 
be adopted as original equipment by leading 
car manufacturers. 


Auto-Lite is the Complete Spark Plug Line— 
included in the line are Standard, Resistor and 
Transport types, Shielded Resistor Spark 
Plugs for Marine use, plugs for Inboard and 
Outboard Marine use and Diesel. 


Auto-Lite Gives You World-Famous Name— 
since 1912, when Auto-Lite produced the first 
6-volt electrical system with generator and 
motor as separate units, it has become the 
world’s largest independent manufacturer of 
automotive electrical equipment. 


5 


Auto-Lite is the Best Advertised Name in the 
Industry—top-rated national magazine ads 
—big time “Suspense!” network TV and radio 
shows—coast to coast highway signs—ex- 
clusive AAA map tie-in—all build Auto-Lite 
acceptance. 


Auto-Lite Gives You Top Point-of-Sale Sup- 
port—proven sales material—ideniification 
signs, decals, counter cards, promotion dis- 
plays plus wall charts and specification cata- 
logs, bulletins and technical information. 


Auto-Lite Helps You with Field Service— 
graduate engineers and field-experienced 
service men located ir all districts, plus strong 
sales organization, help solve technical 
problems. 


Auto-Lite Offers Proven Dealer Sales Plan 
—a complete spark plug line for maximum 
profits—R.S.D. price advantage on fill-in 
orders—fiexible stock to cover all popular 
cars and trucks—promotion helps and factory 
mailings. 

















MADE MARKET 


makes Auto-Lite 
the spark plug 
line for you! 


More than 15,000,000 vehicles . . . all equipped with 
Auto-Lite Spark Plugs . . . offer you a tremendous 
replacement market that means more sales—-more 
profit! Experience proves it’s easier to sell lines that 
come as original factory equipment . . . and Auto- 
Lite Spark Plugs are original factory equipment on 
many of America’s finest cars, trucks and tractors. 
So cash in on Auto-Lite’s huge ready-made market! 
Add Auto-Lite Spark Plugs to your next order. See 
your Auto-Lite jobber today! 


SPARK PLUGS 






Avto-Lite Spark Plugs—Patented U.S.A 
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NEW NEBRASKA CO-CHAIRMEN of the Oil Industry Information Committee are Morse C. Palmer (second from left), Standard 
Oil Co. (Ind.), Omaha; and Robert E. Osborn (center), Sinclair Refining Co., Omaha. With them are E. Dale Smart (left), 


Skelly Oil Co., Omaha, past district OIIC chairman for Missouri, Iowa and Nebraska; 


Manley F. Ousley (second from right) 


Phillips Petroleum Co., Omaha; and Herb Hahn, executive secretary, Nebraska Petroleum Marketers, Lincoln, and Nebraska 


Kellogg Petro- 
leum Products, 
Inc., Tydol dis- 
tributor in Buf- 
falo, has named 
Lawrence (Jeff) 
Fleischman 
manager of its 
fuel oil division. 
He will be in 
charge of all fue] 
oil sales for Kel- 
logg and its sub- 
sidiaries, Ter- 
minal Petroleum 
Corp. of Buffalo and Greatlakes Oi) 
Co., Inc., of Niagara Falls. Mr. 
Fleischmann joined Kellogg in 1946. 
He is succeeded as manager of plant 
operations by Henry Petri. 


* * + 


Crain Oil Co., of Guntersville, Ala., 
spent $80,000 last year remodeling 
one service station and building three 
lerge stations, accordng to T. C. 
Crain. Plans call for the remodeling 
of the bulk plant and building sev- 
eral more stations. 


Mr. Fleischman 


* * ad 


Howard A. Grimes, vice president 
and member of the Creole Petroleum 
Corp. board of directors, retired re- 
cently after 30 years with the Vene- 
zuelan affiliate of Standard Oil Co. 
(N. J.). He went to Venezuela in 
1922 as a petroleum engineer, found- 
ed the petro‘eum camps of Quiriquire 
and Jusepin in eastern Venezuela. 
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OIIC vice chairman 


He served as division manager there 
until 1943 when he was transferred 
to New York. He returned with 
Creole in March, 1950. 


Brunswick Oil Co., Inc., of Bruns- 
wick, Ga., recently opened a new 
eight-pump, truck stop station on a 
24-hour basis and has three new 
service stations under development, 


according to James M. Morrison, 
president and general manager. 


Lewell Butler, owner of Butler Oil 
Co., Las Cruces, N. Mex., reports 
that he opened a new service station 
recently and will start building an- 
other next month. He plans to build 
a second new station next year in 
Truth or Consequences. 


* + * 


J. F. Duncan has been selected as 
Shell Oil’s Los Angeles, Calif. mar- 
keting division personnel manager, a 
pos tion created for assisting in per- 
sonnel and employe development in 
marketing. Mr. Duncan will answer 
to R. D. Stetson, division manager. 

Mr. Duncan was moved from his 
post of chief accountant, marketing 
territory. He joined Shell in 1925 
as an office boy in Seattle, Wash. 

E. A. Sweet, formerly in the head 
office marketing accounting depart- 
ment, has been moved to Mr. Dun- 
can’s previous posit‘on. 


Glenn N. Fel- 
ton, Standard 
Oil of California 
wholesale distrib- 
utor in Kenne- 
wick, Wash., has 
been named 
“Man of the 
Year” by the 
Kennewick 
Chamber of Com- 
merce, the third 
Standard Ol em- 
ploye to receive 
that award. The 
others were: H. E. Oliver, 1947, and 
Lawrence Scott, 1946. 


* * * 


Scott O'1 Co., of Fair Bluff, N. C., 
switched from Esso Standard Oil Co. 
to Socony-Vacuum Oil Co. this spring 
and completed a new 50,000-gal. bulk 
plant, according to Jimmie A. Scott, 
manager. 


Mr. Felton 


* * * 


A, A. Snell, owner of Snell Dis- 
tributing Co., Tacoma, Wash., re- 
ports that he opened a new self- 
serve station in July and plans to 
open a chain of them in the Tacoma 
area. 

* * 7 


Rudolph G. Sonneborn, New York 
City, precident of L. Sonneborn & 
Sons, and Dorothy Schiff, New York 
Post publisher, and owner of KLAC 
and KLAC-TV, were married Aug. 
18 in Santa Monica, Calif. 
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This Week 
Continental Oil Company 
Salutes An Indiana Jobber 


Gerald L. Yoder 
G. L. Yoder Oil Co. 
Middlebury, Indiana 

Elkhart, indiana 


The chances are you’re reading these words right now 
because you’re an oil jobber, or would-be jobber, in- 
terested in what the next fellow is doing. And that’s 
pretty much the reason why Gerald Yoder became a 
steady reader of these jobber “salutes,” too. 


Mr. Yoder was particularly interested in reading about 
Conoco jobbers because he was thinking very seriously 
of signing up with Conoco himself. His experience in the 
oil business had been wide. He had begun by operating 
a gasoline service station, and had held other positions 
as tank-truck driver and commission agent. 


From this varied experience he knew the advantage of 
selling an established, recognized brand of petroleum 
products. He knew, too, that Conoco enjoys a wide and 
loyal following. And he was well acquainted with the 
fact that Continental Oil Company spends millions of 
dollars yearly, advertising Conoco in national maga- 
zines, newspapers, farm papers, on billboards, radio 
and TV. 

“Wonder what it would be like doing business with these 
fellows?” Mr. Yoder mused thoughtfully. Well, there 
was a good way to find out. Call in a Conoco man and 
talk things over. 


He liked the Conoco man from the word “go” —liked 
his helpful, friendly manner, and the fact that there was 
no high pressure whatever. Together, they carefully 
examined the plans for the G. L. Yoder Oil Company, 
the bulk plant he was planning to purchase in Middle- 
bury. They compared notes with other Conoco jobbers 
who had gotten started in business on about the same 
footing. After surveying the field, Mr. Yoder came to 
the conclusion that there was definitely a profitable 
future in store for his company-to-be, too! 

He was absolutely right! Since signing up as a Conoco 
jobber in 1949, his gallonage has increased by leaps and 
bounds! He now operates with four tank trucks, two 
transports, six full-time employees. And his business 
continues its healthy sales record. 

The powerful advertising of Conoco products and 
services, and the continued merchandising support from 
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Conoco’s marketing staff are the two “helping hands” 
from Conoco which Mr. Yoder considers most impor- 
tant in the winning of this new business. Conoco’s 
famous Touraide, the personalized travel service avail- 
able only through Conoco dealers, is particularly helpful 
in attracting dealers and boosting their sales. 


But the one thing Gerald Yoder neglects to mention as 
a vital part of his success story is his own perseverance 
and “‘go-getter” talents. He’s a born salesman who be- 
lieves wholeheartedly in the idea of making as many 
calls and follow-ups as possible. And when he talks about 
a product like Conoco Super Motor Oil, he does it with 
such enthusiasm and honest-to-goodness conviction 
that many prospects just can’t help giving it a try. 
“Once they do,”’ he states confidently, “Conoco Super 
Motor Oil does the rest—and there’s another steady 
customer in the book!” 


Continental Oil Company is proud to salute Gerald 
Yoder as one of our outstanding, progressive jobbers in 
Indiana. We believe that his vigorous salesmanship and 
his continuing success story are typical of many other 
independent jobbers who have helped make this great 
oil industry all the greater. 

And we'd like more jobbers like him! For information 
about our profitable jobbing contract, telephone or 
write to the Continental Oil Company office nearest you 
or to our General Office, Ponca City, Oklahoma. If you 
are not within reach of Continental's gasoline supply, 
we should be happy to give you information about the 
possibilities of increasing your profits by selling the 
spectacular Conoco Super Motor Oil in any of the 
48 states. 
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OIL PROGRESS WEEK EXHIBIT is explained by W. E. Kipper (left), Standard 
Oil Co. (Ind.), Mason City, lowa, OZIC co-chairman, to Walter R. Broadbent (center), 
Red Star Oil Co., and E. L. Day, North Iowa Oil Co., both Mason City OIIC members 


Union Oil of California has ap- 
pointed C. Haines Finnell manager 
of its new eastern continental mar- 
keting division. He will be respons- 
ible for marketing the company’s 
products in Eastern Canada and in 
the United States east of the Rock- 
ies in areas not otherwise assigned. 
Mr. Finnell formerly was manager 
of the market research and develop- 
ment division, 


Gill Oil Corp., of Richmond, Va., 
now is a distributor of Gulf Oil heat- 
ing oils and Amalie Pennsylvania 
Oils in the Richmond area, accord- 
ing to R. W. Bailey, president. 


The company, in operation three 
years, hopes to double its heating 
oil business in the coming year. “We 
now offer 24-hour burner service, 
with the addition of our own burner 
department; automatic heating oil 
deliveries using trucks equipped with 
register meters; and a 10-month 
budget plan,” Mr. Bailey added. 

Gill Oil recently installed two 20,- 
000-gal. above ground vertical tanks. 
“They can be loaded from tank cars 
on the bulk plant spur or transport 
from the street,” said Mr. Bailey. 
“We also just bought two new 2,000- 
gal. tank trucks equipped with 
Blackmer pumps and plan to buy a 
panel, lift-gate truck in the near 
future for handling drum and case 
oil and other packaged items.” 


George Sculthorpe is the com- 
pany’s new office manager. Mr. 
Bailey handles operations during the 
day and J. Michael » vice 
president, handles sales and home 
calls during the night. 


% 


Harry F. Glair, 
director of pur- 
chases and long- 
time manufactur- 
ing executive of 
Standard Oil Co. 
(Ind.) retired 
Aug. 27 after 47 
years with the 
company. A di- 
rector of the 
company since 
1934 and director 
of purchases 
since 1951, he 
joined Indiana Standard as a clerk 
in the Whiting, Ind., refinery. He 
became assistant general manager of 
the refinery in 1921, general super- 
intendent in 1927 and manager in 
1929. In 1931 he went to the Chi- 
cago general office as assistant gen- 
eral manager of manufacturing and 
became general manager of the de- 
partment in 1933. 


Mr. Glair 


D. W. Royster, Gulf distributor in 
Shelby, N. C., is recovering from 
seven broken ribs and other injuries 
suffered last month when his car was 
struck by a truck near Gastonia, 
N. C. He is in Gaston Memorial 
Hospital, Gastonia, and is expected 
to be released soon. 


* * * 


William R, Ziegler, president of 
Houma Oil Co., Houma, La., has been 
elected national commander of the 
China-Burma-India Veterans Assn. 
He was engineer supply officer for 
the CBI theater, stationed in Cal- 
cutta and Delhi, India, for 28 months 
during World War II. 


Gulf Oil Corp. 

has appointed 

Edward A. Jami- 

son manager of 

LP-gas sales. He 

will also direct 

the sale of nat- 

ural gasoline and 

other natural gas 

liquids to whole- 

sale buyers, brok- 

ers and refiner- 

ies, and will head 

up development 

of markets and 

sales outside Gulf’s sales divisions. 
Mr. Jamison formerly was assist- 

ant to the general sales manager, 

special products. 


Cutler Oil Co., of Lansing, Mich., 
has set up a budget program for 
tires, batteries, accessories and house- 
hold appliances, according to F. E. 
Cutler, president. Expans‘on plans 
call for a new warehouse and new 
service station sites. 


ADVERTISERS’ INDEX 


Armstrong Norwalk Rubber bese wll 
Autocar Co. .. . 
Auto Specialties Mfg. ‘Co. ‘ “fag 
Battenfeld Grease & Oil Corp. Febtotan 
Bishman Mfg. Co. 
Bowser, Inc. > 
Butler ‘Mfg. Co. PiRbE ees 
Campbell Chain Co, .. is ui deine 
Champion Spark sera Co. Jobes «ies 
Coats Co., Inc. .. eat 
Coca Cola Co. ; 
Commercial Solvents Corp. 
Continental Oj) Co. saan een 
Cooper Tire & Rubber Co. eaters 
Crown Can Co. ae vewdvececes 
Deep Rock Oil Corp. . hs: Oa 
DuPont de Nemours & Co., “Inc., E. I. 
‘ —Facing Pos - 16 

Electric. ‘Auto- Lite Co. > 8-9-92-93 
Enjay Co., Inc, has sO deed ome 4 
Erie Enameling Geko 02 ¥s ‘ 70 
Erie Meter Systems, Inc.. 
Evans Products Co. ...... 
Ever-tite Coupling Co. ........... 
Fram Corp. 
General American go a a Cpegipene 
Geuder, Paeschke & eet Co, . é 
Globe Union, PR es 
Goodrich Co., B. F 
Guardian Light Co, 
Gulf Oil Corp. .. JOC ine bb ceaded aoe 
Hanney & Son Inc. ” “Clifford B. 
Hartol Petroleum Corp. 
Hewitt Rubber Division Hewitt- ds mea 

Inc, P ws : 
Hood Rubber Co. 
Hewitt-Robins, Inc. ........... 
Kelly- Springfield Tire Co. oe 
Lion Uniform Co, ... ; 





“Inside Fro nt Cover 


Mariow Pumps . 

New England Petroleum Corp. 

OPW Corp. .... re 

Oronite Chemical ‘Co. 

ree Ce GD, wins o wicdine sete ne cvoy 

Patent Chemicals Inc. ... Unoainn 

Pennsylvania Grade Crude Oil "Asso. seeee's 

Prest-O-Lite Battery Co., Inc. ........... 

Purolator Products, Inc. ............+++- 

Refiners Marketing Co. 

Republic Oi) Refining Co. 

Robins Conveyor Division ” Hewitt- Robins, 
Inc 

Richfield Oi] Corp. of N. Y, 

Rockwell Mfg. Co. 

Seully Signal Co. 

Smith Corp., A, O.. 

Standard Oil Co. of “Calif. 

Sun Oil] Co. .... 

Thermolid Co, ...cececwccsenses 

Trailmobile Inc, ... 

Trico Products Corp. 

Tung-Sol Electric Co. 

United Refining Co. .. Wes 

United States Rubber Co, 

Warner Co. 


57 
.Inside Back Cover 
arts 51 


Back ‘Cover 
81 


Wayne Pump Co, ...........-. 
Wheaton Brass Works» bette anes etrd 056-410 
Wood Co., John. . Facing Page 80 


NATIONAL PETROLEUM NEWS 





. 


™ REVOLUTIONARY 


gy SMITH METER! 


(It's Self-Purging!) 


NLY in SMITHway Service Station Pumps 

can you get this revolutionary meter. It’s 
Self-Purging. It passes all water and sediment. 
Outlet port at bottom — no chance to accumu- 
late foreign matter which causes wear. Valve 
is self-lapping. Other outstanding features add 
up to long life with dependable accuracy. Get 
the complete story from our nearest represen- 
tative or write for copy of Bulletin No. 162. 
A. O. Smith Corporation, Meter Division, 
5715 SMITHway St., Los Angeles 22, Calif. 


FACTORIES: S715 SMITHWAY STREET, LOS ANGELES 22, CALIF. P. 0. BOX 500, SUCCASUNNA, Ht. J. 
Offices: Atlanta, Chicago 7, Houston 20, Los Angeles 22, New York 17 
Canada: Toronto 12, Vancouver 1; International Div. — Milwaukee 1, Wis. 








Properties of crude oil are checked in a series of tests, including sulfur content, run at Sun’s 
Marcus Hook and Toledo laboratories. This is only one of more than 500 test procedures used by Sun 
laboratories. At both refineries, the laboratories operate around the clock every day of the year. 


More than 200,000 Tests a Month 
Maintain Product Quality at Sun 


Over 200,000 tests per month are run in Sun labora- 
tories and local terminals by nearly 400 chemists, 
technicians and testers to check and see that the high 
quality of Sun products is uniformly maintained. 
This, plus extensive research and development, places 
Sun among the leaders in both volume and quality 
of petroleum products. 


Sun Oil Company— producer, refiner and marketer 
—with its own extensive transportation facilities, is in 
an excellent position to supply you with prompt 
delivery of Sun products to meet your requirements. 


SUN Oll COMPANY PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company, Ltd., Teronte and Montreal 





